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GET HOLD OF THE ROPE 





Climbing the mountain is easier if you can pull yourself up by a 
stout rope securely fastened above you. 


The National Housing Act is the rope fastened to the top of the 
peak. It gives Home Owners money that is immediately spent and 
put into circulation in manifold channels. It provides the one great 
thing that is needed for national recovery, and that is velocity of cir- 
culation. 


Alert Manufacturers, Dealers and Contractors who lend their 
assistance to Home Owners in this movement are not only bene- 
fitting themselves directly but also adding a powerful stimulus to 
wholesale economic improvement. 


This Company is using its best efforts to help everyone desirous 
of finding a place in the line and getting a good hold on the rope 
that leads to the top. But you have to pull yourself up. 
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® Brit Jones has finally gotten sore 
at all of the talk of savings to be 
achieved in the monthly electric bill 
through operation of various govern- 
ment agencies. He comes forward 
with a proposal that will save every 
home $9.80 a month. Read about his 
KWXZCp-10 Authority which will take 


over the grocery business. 


® STrocKHOLDERS have a responsibil- 
ity in combatting the inroads of gov- 
ernment competition in the utility 
business in the opinion of Wm. Cava- 
lier, California investment banker and 
broker. So has utility management in 
protecting the stockholders’ invest- 
ment. This author minces no words in 
discussing one of the most vital prob- 
lems affecting the utilities and their 
security owners. 


® NortHwest Electric Light & Power 
Association engineers will not hold all 
of their reports for presentation at a 
formal meeting later in the year. In- 
stead EvectricaL West will publish 
them as rapidly as they are completed. 
The first report, published this month, 
deals with methods of overcoming 
radio interference. 


® Poor Otp Electra’s Husband tries 
to be philosophical about a black eye 
in his review of events of 1934. And 
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he is optimistic about 1935 for he sees 
in the year to come many opportuni- 
ties for this industry in which all of us 
are trying to serve and at the same 
time make a living. 


© PERPLEXING as were the problems 
presented in the P.C.E.A. papers in the 
December issue, a lot of people in the 
industry have definite ideas in the way 
of answers. Already some of these 
answers have been submitted. If you 
have not set your own ideas down on 
paper, do so now. There is an oppor- 
tunity to win one of the 24 cash awards. 


Next Month 


© FEBRUARY will feature the sixteenth 
annual review and progress number of 
ELectricaL West. The statistics for 
1934 for the electrical industry of the 
far West will be analysed and inter- 
preted. Executives will discuss the 
outlook for the various industry 
branches in 1935. The economics of 
the power situation in this territory, 
with particular reference to the various 
federal projects, will be surveyed. 
Sales plans of the major utility com- 
panies and the different cooperative 
business building agencies for 1935 
will be presented. It will be a valu- 
able and informative compilation of 
material. 





Sables Baths that SOLD Appliances... 


electrical appliances to make greater 

profits and move more merchandise. 
To assist every dealer in appliances, this 
series of case histories is being offered for 
study. To demonstrate skilled selling of an 
electric range, the methods used in selling a 
Mrs. Howard have been selected from the rec- 
ords of the appliance department of a pro- 
gressive store in a city in the Northwest. The 
methods used are worthy of study by every 
electrical dealer and every salesman. _ Bill 
Jones believes in that salesman’s funda- 
mental axiom about making calls to get re- 
sults. He spends about half of his time outside 
the store developing prospects. The day be- 
fore this interview, he had called on Mrs. 
Howard and interested her in electric cook- 
ery to the extent of having her come down 
to the store to see the range. Well-planned 
canvassing pays dividends in new prospects. 


* 


BILL: (seeing Mrs. Howard approaching the department 
puts on his best smile and advances to meet her) “Good 
morning, Mrs. Howard. I certainly appreciate your coming 
down to see our display.” (He leads her to a comfortable 
chair facing the range he is going to try and sell Mrs. 
Howard.) 

® Puts the prospect at ease and concentrates her 
attention on the object he is trying to sell. 

Britt: “After seeing your kitchen, I selected this hand- 
some electric range to show you, as its gleaming white 
porcelain finish would harmonize well with your other 
kitchen equipment. And I think you'll agree that porcelain 
certainly is easy to keep spic and span. Haven’t you found 
it so?” 

© Bill has deduced from his visit to her home that 
she is a neat housekeeper and uses this knowl- 
edge to start his sale. 

Mrs. H.: “Yes, I have, porcelain finish certainly makes 
housework easy.” 

Brit: “Well you'll find that this range cleans easily be- 
cause it, too, is porcelain-finished inside and out. Electricity 
certainly is the modern way to cook—a clean, fast and prac- 
tical method of healthful food preparation. The recent dis- 
coveries of vitamins and other health-producing elements in 
foods showed conclusively why electric cooking was so su- 
perior. You see food cooked electrically can be prepared 
with very little water so that it really is steamed rather 
than boiled. This keeps all of the nourishment and vita- 
mines in the food rather than dissolving them in the water, 
and that’s what makes electrically cooked food healthier 
and tastier. A proper diet is so important for growing 
children like that fine boy and girl of yours, Mrs. Howard.” 

Mrs. H.: “Yes, the doctor told me that vitamines were 
important, but I didn’t realize that electric cooking was a 
way in which I could be sure that the children’s food con- 
tained them.” 

® Bill “clicks” with his first attempt to create de- 
sire for electric cooking in the mind of his cus- 
tomer. He used the welfare of Mrs. Howard’s 


children to aid his sale. He will stress this point 
during the rest of his sales story. It pays to know 


Bo ecceri selling will permit dealers in 


Case History* 1 
AN ELECTRIC 


something about your prospect before trying to 
sell. 


Brit: “Not only that but in conserving the nourishing 
juices and vitamines of meats and vegetables, electric cook- 
ery actually economizes by retaining more of the body of 
the food. Less cooks away—there is less shrinkage than in 
ordinary forms of cooking—and this saves money. Cooked 
with clean, even electric heat even less expensive cuts of 
meat become tender, tasty, juicy, and nourishing. 

“This clock and this little dial (points to the temperature 
control) make it possible to regulate the heat of the oven 
accurately and you know how much that means to good 
baking. Furthermore, this device will practically cook the 
entire dinner automatically while you are out enjoying the 
afternoon instead of working in a hot kitchen during the 
best part of the day. To a woman with as many interests 
as yourself, the convenience of electric cooking would be 
one of its greatest benefits.” 

® Bill sums up some of the sales points he has 
made before going on with his sale. 

Mrs. H.: “I always understood that cooking electrically 
was expensive. Somehow it seems like a luxury and people 
are always talking about high electric light bills.” 

® Here the prospect injects a stumbling block—the 
cost of cooking electrically. Watch how Bill over- 
comes her objection. 

Britt: “I’m glad you brought that up, Mrs. Howard. 
Taking everything into consideration, I truly believe that 
electricity is the cheapest way to cook. You see the electric 
company gives a low rate to electric range users because 
they use electricity in quantity, just the same as it is cheaper 
to buy apples by the box than by the dozen. When you 
install your range, you get this lower rate and it applies, 
not only to the range, but to the other appliances such as 
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your radio, iron, lights and other devices. This low rate 
that you obtain with your range actually reduces the cost 
of operating the other things that you have that use elec- 
tricity. I have some actual bills here of people that are 
now using electric cookery. Here is one for a family of 
four and you can see the total bill is just over $5.50. Con- 
sidering that your fuel for cooking now costs you three or 
four dollars and that you save on food, protect the family’s 
health and enjoy the cleanliness of electric heat plus the 
convenience of automatic control, don’t you agree with me 
that electric cooking is extremely economical?” 


® Bill explains the low rate in terms the woman 
understands. He uses the bills of other people 
to clinch his statements. He is making sure that 
new sales points don’t drive older points out of 
his customer’s mind. He ends up with a question 
to see if he got his argument across. 
Mrs. H.: “That certainly seems reasonable enough. But 


I heard that it took much longer to cook on an "Gottute 
range.’ , 


© Bill recognizes here that he needs to build addi- 
tional desire of ownership on the part of his 


prospect. 

BILL: “It does seem as if these red-hot wires (turning on 
the top unit) would be slower than a flame, doesn’t it? 
Actually these ‘burners’ are just as fast as any open-flame 
type range. That’s because these modern new elements have 
been subject to years of research to improve their ability 
to transmit heat rapidly and dependably. Why, do you 
know that there are over 10,000 people right here in Elec. 


tra who are satisfied electric range users?” 
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© A connected range is a big aid in floor selling. 
Bill overcomes this objection by telling about the 
research and satisfied users of ranges. 
Mrs. H.: “I had no idea that there were that many, but 
I do know that many of my friends have electric ranges. 


Britt: “I know you'll be an enthusiastic booster of elec- 
tric cookery, too, after you've used this range a week. 
Why not let me deliver it this afternoon? I can have the 
power company connect it up immediately and to-morrow 
your family will see just how good electrically-cooked food 
can taste.” 

© Bill feels that Mrs. H. is sold on the advantages 
of electric cooking so he asks for the order. 

Mrs. H.: “Oh, I couldn’t make a decision today. I'd 
have to consult Mr. Howard before I spent so much money 
anyway. 


® Another objection. Mrs. H. doesn’t want to make 
a decision and uses the cost of the range as an 
excuse to delay the sale. 

Britt: “I can understand how you feel, Mrs. Howard, 
relative to consulting Mr. Howard about this. To be sure 
you have all the facts to present to Mr. Howard you should 
consider the money that you put into this range as an in- 
vestment in better health for the family. I’m sure when Mr. 
Howard knows how clean, convenient and helpful it will 
be to you he'll insist upon your buying it, and a point | 
didn’t cover is the fact that we can install this range in 
your home, accept your old range as a down payment and 
the balance can be handled in small monthly payments. 
Considering all of the advantages that this modern way of 
cooking brings to you and your family, a monthly payment 
of $6 on this range is so small that you'll hardly miss it 
out of your budget. Would you prefer this model or the 
one with the oven on the other side?” 


® Bill knows that this is an excuse because he 
hasn’t sold price—he has sold only health, con- 
venience, economy and cleanliness—so he goes 
back and shows that the price is an investment in 
better health and brings out that small monthly 
payments will handle the transaction. 


Mrs. H.: “I think this model would fit best into my 
kitchen.” 


Birt: “That’s what I thought: Now if you'll sign here 
I'll take care of all of the details of the installation and 
soon you and your family will be enjoying all of the ben- 
efits of electrically prepared meals. I'll have Mrs. Brown. 
the home economist from the power company, make an 
appointment to call and answer any questions you may 
have. (Mrs. Howard signs on the dotted line.) Thank you, 
Mrs. Howard, I’m glad that you decided to take this range 
because I know you'll be pleased with it and with electric 
cooking.” (Bill accompanies Mrs. H. to the door and pleas- 
antly bids her goodbye. Tomorrow he'll phone to be sure 
that the details are taken care of to her satisfaction.) 


© Bill knows that Mrs. H. wants a range and that 
he’ll be doing her a service to see that she gets 
one. So he goes right back and tactfully com- 
mands her to sign the contract. This time it 
works and Bill has an order. 
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Five Major 


Activities to Cover Every Month 


SEND FOR THIS PREVIEW AND 
CALENDAR OF ACTIVITIES 


The Hotpoint Plan for building profitable load 
quickly with Electric Ranges and Water Heaters 
provides a specific activity for every month in the 
year. There are five major campaigns, with a com- 
plete plan for each—including sales promotion and 
advertising material specially designed to support 
each selling campaign. 

The Preview gives you a complete summary of 
Hotpoint’s Plan for year-round load-building activ- 
ity. Send now for this Plan Book. A range connected 
to your lines this month is worth about $50 more 
in gross revenue to you than the same range con- 
nected twelve months hence. This Hotpoint year- 
’round Plan is designed to help you sell every month 
of the year. Let the Hotpoint District Man explain. 


PROPOSED 
HOTPOINT 
193s 


RANGE SALES 
BY MONTHS 


TYPICAL 
CURVE 
OF RANGE SALES 
BY MONTHS 





START NOW... This Plan book gives a program for Jan- 
uary, February and March. It contains steps for Clearing 
Stocks, Training and Selling Employees, Renewing and Recon- 
ditioning old ranges. The Calendar gives the year’s activities. 

Special Replacement and Reconditioning Offers will be 
onpieinal by the Hotpoint representative in your district. 
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Hotpoint Offers You 





a Plan for Continuous Year-Round Load 


Building in 1935 


Hotpoint’s comprehensive plan answers your need 
for adding profitable revenue progressively and 
continuously. Every utility man realizes that the 
electric range and water heater head the list for 
quick and profitable load building. The range alone 
adds 1200 to 1700 K.W.H. annually —the water 
heater from 2000 to 4000 K.W. H.—and the two 
together from 3200 to 5700 K.W. H. 

Inspect the completeness of the program, direct 
factory sales assistance, sales contests, advertising, 
sales promotion material, sales training, etc. 

Look over the Hotpoint Plan. Learn how Hot- 
point’s experienced and capable District Managers, 
Range Specialists, Home Economists and Service 
Men are ready to help you in every way to increase 
your 1935 range business. 

The Hotpoint District representative in your ter- 
ritory will gladly present the 1935 Continuous Load- 
Building Plan if he has not already done so. Get in 


touch with him at once, so you may get the story early. 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc. 
5612 West Taylor Street, Chicago, Illinois 


























CALROD .. . Hotpoint’s new Improved 
Hi-Speed Calrod has set a new standard 
of performance. It combines unusual 
speed with remarkable durability. Calrod 
gives range sales an added impetus. 
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66 YEARS IN BUSINESS 


in 1869, Gray and Barton; ir’ 1882,Western Electric Supply Department; since January 1, 1926, GRAYBAR 
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ANNOUNCING 


the MATRON 


anew MONARCH 3inLINE 
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and a Price that will make it a 


NATIONAL CAMPAIGN LEADER 


ERE’S the latest development of the exclusive 
MONARCH “4-in-Line” design announced 
in September of 1934. 

Here’s a range only 36” in length with com- 
modious 17” oven; three surface units; 
work-table directly in front of each unit; ade- 
quate storage compartment; and a MONARCH 
“Hi-Efficiency” Cooker (optional) in the storage 


spacious 
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Model 17 HW 
made in 
white 


MALLEABLE IRON. RANGE CO. 


1s 


G. A. Lieser 
1218 17th Ave. No., 


compartment for families requiring surface cook- 
ing capacity of four units. 

Every detail of construction, equipment, insu- 
lation and finish, meets standard MONARCH 
specifications, yet this new “Matron” is offered 
ata price that will make it a powerful campaign 
leader in your territory. A good slogan might be, 
“Built for the Classes— Priced for “the Maes.’ 


Photographs and prices sent on request. 


NEW Marbleized “DURA-GLAZ’ 
Cooking Top 


A special feature of the new- 
est 1935 MONARCH Models. 
Made of heavy steel coated with 
acid-resisting porcelain enamel 
in a new white marbleized pat- 
tern. Made to withstand the 


hard usage given a range top 
and maintain its attractive 


appearance for many years. 





only 


915 LAKE STREET 
BEAVER DAM, WIS. 


Glenn L. Brown 
Seattle 3515 Kempton Place, Oakland 
E. G. Ladwick 


2933 N. E. 24th Ave., Portland 





CORNING LABORATORIES have solved the problem of 


fouling and corrosion for many industries, 


in the supremely smooth, hard surface and 


§ chemical stability of Pyrex Glass Piping. 
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is a superimposed skin protec- 
tion unnecessary to Pyrex insul- 
ators for they are resistant glass all the way 
through... Thus, no added surface is neces- 
sary for increasing cleanliness, or for increas- 
ing strength. The mechanical and electrical 
strength of the surface extends clear through. 
By complete fusion of ingredients, the entire 
unit is non-crystalline—resisting fatigue— 
non-porous. 
Should the skirt of your Pyrex insulator be- 
come chipped, the life of the unit is in no 


way affected, for the under body when ex- 
posed has all the resistant properties of the 
original surface. 

Not only on their surface but in their sub- 


stance, Pyrex insulators give maximum pro- 
tection to the line. 


“PYREX” is a trade-mark and indicates manufacture by 


CORNING GLASS WORKS ¢ CORNING, N.Y. 
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How G-E Power- 
STRON . 





_ GENERAL@ ELECTRI 






transformer T 
G, WEATHERPROOF a 


AL seams, flanges, and other parts attached to G-E power-transformer tanks are 
welded. No rivets are used. All openings have flanges welded around them 
to provide gasket surfaces and allow for tapped holes for bolting. No bolts pass 
through the cover to the inside of the tank. 


To give the highest quality of weld in every case, several types of welding are 
used. Metallic arc welding is used principally on heavy construction; atomic- 


hydrogen welding for light work; and oxyacetylene-gas welding in restricted 
places. For accessibility, all welds are made on the outside of the tank. 


Thorough tests are made to prove the tightness of all welds; high pressure is placed 
behind the weld, and an external inspection is made using a suitable detector. 


The care taken in welding G-E power-transformer tanks is typical of every process 
in the manufacture of these transformers. Each detail, from first design to the testing 
of finished transformers, contributes to one objective—the most reliable transformer 


that can be built. 
GENERAL ELECTRIC COMPANY, SCHENECTADY, N. Y. 
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The only Weatherproof Wire and Cable 
with a distinctive yearly marker. 
1935: RED AND BLUE YARN 





is now made at the 


LOS ANGELES PLANT 


of the 





A 
PACIFIC COAST 
PRODUCT 
Made for Western Use 





1901 Smith Tower 30 Otis Street ‘ 3600 Mines Ave. 
SEATTLE SAN FRANCISCO LOS ANGELES 
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4 2 G o, ww i O bw All control equipment is housed on the 

front of the regulator with the position 

indicator with maximum and minimum 

pointers clearly visible. The contact mak- 

re | n 4 U € a S ing voltmeter, line drop compensator, mo- 

ee tor supply switch, voltmeter for reading 

output and load center voltage, time-delay 

| A ; a] it J N yN | ei 2 contactor, automatic-non -automatic 

: transfer switch, and local electrical control 
switch are mounted on hinged panels. 





GMALL and moderate capacity feeders of any circuit vol- 
tage now can be regulated at lower cost. The AFR 
_ Regulator is obtainable in single or three phase units, for 
| any frequency, indoor or outdoor application, with oil- 

immersed current limiting reactors built integral if de- 

sired, for automatic or non-automatic control, and with 

or without line drop compensation. Since the AFR Regu- 
| lator uses transformer construction instead of motor con- 
struction, the impulse strength of the windings is much 
higher than is possible with a winding lodged in slots. 


The windings of the AFR Regulator are designed to with- 
stand twenty-five times normal short circuit current, and, 
to meet particular requirements, they can be designed to 
withstand forty times normal short circuit current. 
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4) absorbing and self-centering char- 
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ciency, quiet operation, de- 
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Cae eee ing smooth operating curve. Chart | 

———— shows output voltage with con- | 

ee stant input voltage and the regu- Fees ae | 
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Allis-Chalmers Manufacturing Company, Milwaukee, Wisconsin, U.S.A. —— S 
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its application to industry, commerce and the home in the Pacific Empire, and to the sale 


[ Devoted to the economic production, transmission and distribution of electric power and ] 


and distribution of electrical utilization devices, equipment and appliances in that area 


‘SIS 


January 


Responsibility to the Stockholder 


HO owns the utility com- 
panies? In this matter of 
ownership lies the greatest 


misconception. The all too popular 
belief is that the utilities are predatory 
monsters who feed upon the poor down- 
trodden consumer for the sole purpose 
of filling the coffers of some multimil- 
lionaire. 


The politician and the seeker of po- 
litical preferment play upon this false 
misconception to further their candi- 
dacy with their constituents, and out of 
this fallacious idea, the politician builds 
up his “power trust” myth. He stalks 
the state and country decrying the in- 
iquities of the utilities, demanding rate 
reductions and public ownership, irre- 
spective of the merits of the case or the 
economic consequences of his advocacy. 
These rantings are not based upon any 
knowledge of the fairness or exorbitance 
of existing rates or upon the efficiency 
of public ownership, but only upon the 
idea that it is popular to attack the 
holdings of rich investors. 


If the people of this country could 
be educated to understand the real own- 
ership of these corporations and the 
consequences that would follow the de- 
struction of such wealth and income- 
producing power, the hue and cry 
against the utilities would die down, 
and the politician would soon have to 
find new windmills to tilt with. 


The fact is that there are approxi- 
mately 10,000,000 public utility stock- 
holders in the United States, whose hold- 
ings undoubtedly average considerably 
less than 100 shares each. Roughly 
speaking, the holders are 45 per cent 
women, 35 per cent men and 18 per 
cent joint tenants (usually man and 





* Extracts from a recent series of articles in 
the San Francisco “Chronicle.” 
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By WILLIAM CAVALIER 
Wm. Cavalier & Co., San Francisco 


wife), and 2 per cent associations, in- 
stitutions, insurance companies, etc. 
There are 65,000,000 life insurance 
policy holders in the United States. 
Ten per cent of the security behind 
these policies is invested in utility hold- 
ings, mainly preferred stocks and bonds. 


These facts should be conclusive 
proof to the most incredulous public 
office holders and ardent public owner- 
ship advocates that in destroying and 
crippling the privately owned utilities, 
they are not striking at large predatory 
interests, but at a great number of small 
and defenseless individuals. Further- 
more, by cracking down on the utility 
companies, they are not furthering the 
popular program of the distribution of 
wealth, for the wealth represented by 
these public utility holdings is already 
thinly distributed. 


Attack on this body of small invest- 
ors will result in destruction of wealth, 
and not distribution. Ariy further in- 
road on the already curtailed income of 
such investors will contribute directly 
to indigency, the dole and the bread 
line. 


The explanation of the lack of under- 
standing on the part of the people as 
to who really owns the utility companies 
must be that they have not been prop- 
erly informed of the simple facts as set 
out above. 


The blame for this misunderstanding, 
it seems, lies largely with the public 
utility executives, who are paid by the 
stockholders to conserve the earning 
power of their properties, not only in 
the internal management of the com- 
panies, but also in the preservation of 








the right to earn against public mis- 
understanding and misconception. 


These facts must be widely circulated, 
but the rank and file of the stockholders 
by virtue of their position are unable 
to do so. However, they have a right 
to expect that those who have accepted 
the custody of their property can and 
must do so, or be remiss in their duty 
and trust. 


It is not reasonable to assume that if 
the public were informed as to the facts 
of the true ownership of the utilities, it 
would be popular for the vituperative 
and storming politician to advocate the 
destruction of the utility stockholders, 
nearly 95 per cent of whom are men 
and women of small means, and espe- 
cially women who hold the largest per- 
centage of the utility stocks. The fair- 
ness of the informed public is too pro- 
verbial for that. 


As a practical fact the rank and file 
of stockholders obviously can have lit- 
tle or nothing to say as to the manage- 
ment and public relations of their com- 
pany. Therefore, there is necessarily 
great responsibility upon utility officers 
to fight the battles of their stockholders 
in any manner consistent with fairness 
and due regard to public interest. 


The complacency and laissez faire 
attitude of a large percentage of our 
corporation officials, I believe, is largely 
responsible for the present attitude of 
the public toward so-called big business. 
That attitude, together with a lack of 
recognition of changing conditions, has 
brought the railways of the country to 
their present low estate. 

The railroads are now badly crippled, 
and are unable to effectively defend 
themselves; and the utilities are far on 
their way along the same road. Unless 
the utility officials and stockholders 
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arouse themselves from their lethargy, 
they will find that they are in the same 
plight of general decrepitude and help- 
lessness as the railways. 


But there is still time for the utilities 
to pull themselves out of their state of 
indifference and prevent another Ameri- 
can tragedy, not to the nation’s multi- 
millionaires, but to the small investors 
who seem to always get left holding the 
empty sack. 

The big investor’s ingenuity and alac- 
rity can frequently enable him to cir- 
cumvent such disaster, but the small 
fellow, through his oxlike confidence in 
the fairness of the government, and his 
faith in the competency of the manage- 
ment of his company, usually overstays 
his time and bears the brunt of the 
needless destruction of wealth and 
earning power. 


The great utilities of the country were 
built up by the combined investment 
of millions of our citizens of small 
means, who were taught to believe in a 
sense of security in the constitutional 
guarantee that their property would be 
safeguarded by the assurance of a fair 
return upon a fair valuation and fur- 
ther, that they would be protected from 
unfair competition. 


There would have been no justifica- 
tion for ownership in a corporation lim- 
ited by law to a maximum return, unless 
there was the compensating factor of 
an assurance of that return, i.e., as far 
as government regulation and competi- 
tion is concerned. 

It does not mean that any economic 
or social problem would be solved by 
the virtual confiscation of the some 
$26,000,000,000 invested in public util- 
ities, through the process of taxation, 
unfair rate reductions and government 
owned competition. 

If it is the mandate of the people to 
nationalize the public utilities of the 
country, no one should try and thwart 
the trend of the times, much as one 
might doubt the wisdom of the policy. 
Possibly it is a logical solution to the 
whole problem. But in that case the 
government and state regulatory bodies 
should not be unmindful of the pro- 
perty rights of its citizens and the as- 
surances of the constitutions of the 
United States and of the various states. 

If a program of public ownership of 
utilities is to be carried out, the govern- 
ment should take over these properties 
with due regard to their value and the 
rights of the owners, rather than by the 
indirect method of destroying their 
value and rendering them financially 
impotent, and then by the final blow 
of setting up parallel and competing 
government owned systems. 

Furthermore, the term “eompeting 
systems” is not what its name implies, 
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as competing generally means operating 
under similar conditions, and surely no 
one thinks for a minute that any gov- 
ernmental body—whether it be national, 
state or city—would allow any pri- 
vately owned corporation to operate 
under the same conditions in the same 
locality as a publicly owned system. 


The private adversary must be 
brought to a condition of decrepitude 
before the public can allow its system 
to compete with its unsubsidized rival. 


There is no reason to assume that 
any minority group, such as holders of 
utility investments, could not or should 
not organize to protect its interests, so 
long as it uses lawful and ethical means 
to do so. It is not considered unpatri- 
otic or inimical to the public weal that 
the American Legion, the American 
Federation of Labor, and other strong 
minorities mobilize their power to pro- 
tect their rights and interests. In fact, 
by such coordination of their strength 
they have furthered their objectives and 
no one has criticized them or thought 
less of them for so doing. 


The leadership in this movement 
should and must come from those who 
have the ability and are in the position 
to assume leadership, viz., the insur- 
ance companies, savings banks, large in- 
stitutions and, last but far from least, 
officials of the utilities, who are paid 
by the stockholders for this very im- 
portant work. 


In addition to the responsibility rest- 
ing on the shoulders of utility company 
officials to protect the position of their 
stockholders against misrepresentation 
and propaganda, I think that invest- 
ment bankers and brokers who have for 
years been recommending the stocks of 
our best operating public utility com- 
panies to widows, orphans and retired 
business men as being of the finest in- 
vestment character for the preservation 
of principal with moderate income, like- 
wise should now feel their responsibil- 
ity to these investors and should make 
every effort possible to’ assist in the 
campaign of education and of shaking 
the inarticulate public from its present 
state of apathy. 

Unless this movement is _ initiated 
soon, the utility executives will have 
much to answer to their stockholders, 
and unless this step is taken immediate- 
ly the agitation against the utilities will 
have gained such momentum that it 
will be well-nigh impossible to stem 
the tide. 

Every citizen who has the opportun- 
ity to know the facts should be made 
to realize that the attitude of people 
who oppose the utilities will only cause 
needless destruction of wealth, further 
unemployment, increased taxes, reduc- 
tion of purchasing power and no reduc- 





WILLIAM CAVALIER 


tion in rates except where government 
subsidized plants operate. Such sub- 
sidy, of course, comes from the pockets 
of taxpayers, where all expenses of trial 
and error finally rest. 

This article does not seek to take the 
position that all public utilities are 
without blemish or blame, or that mil- 
lions have not been lost—and needless- 
ly so—through unwise public utility in- 
vestment. Many companies have been 
financed on watered stock and many 
unsound holding company structures 
were pyramided beyond all reasonable 
values. I am not speaking of them. 
People who bought securities in those 
companies did not do so with any con- 
stitutional guarantee; they did so in the 
hope of speculative gain. 

The menace to the utilities is real and 
actual, not imaginary or fancied. The 
forces of destruction are already at 
work. High government officials have 
already stated that the utilities are on 
their way to take their place beside 
their staggering brother, the railways. 
But there is hope for the utilities as 
long as there is still some life in their 
battered bodies. There won't be hope 
for long, however, unless the owners 
bestir themselves in their fight for self- 
preservation. 

What can and should be done—that 
is clear, but what will be done—that is 
another story still unwritten. 

The utility stockholders ‘are not ask- 
ing for or expecting any special favors 
either from the government or the peo- 
ple, but as American citizens and in- 
vestors who have placed their faith in 
the fairness of the public officials and 
their fellow citizens, they have an in- 
alienable right to fight for fair treat- 
ment, and make no apology for striving 
to uphold their constitutional rights, 
conserve their life savings, and prevent 
needless destruction of wealth and pur- 
chasing power. 
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Being Philosophical About 
A Black Eye 


HEN the editor wrote, calling 
attention to the fact that my 
notes were late as usual, he 


suggested that I be a bit philosophical 
about what had happened during 1934. 
This is going to be hard since I’m not 
usually philosophical about a black eye. 
And that is just about what the politicos 
have given those in the electrical busi- 


ness. (I’m liable to choke the next per- 


son who refers to it as the electrical 
“game” after what has happened.) 


FTER all, 1934 was a pretty good 

medicine for most of us. Certainly, 
it was kind to our systems, for kilowatt- 
hour sales and revenue are doing better, 
thank you. I hope the industry will 
not soon forget that the medicine had 
a very bad taste. And I hope utility 
executives will remember the lessons 
taught. Otherwise, stockbrokers will be 
announcing the “Continued Sale of 
Well-Known Utility Securities at In- 
credibly Reduced Prices.” 


URING the year, the private utili- 

ties showed that they have at least 
one advantage over the municipal utili- 
ties. The private companies thought up 
more involved ways of reducing rates 
and making special offers than the 
“competition” ever dreamed of. The 
danger is that, after such a deluge, the 
customers won’t be able to understand 
such a simple matter as a straight 10 
per cent reduction. Certainly the law- 
yers and rate experts earned their 
bread—and learned about insomnia. 


OW is the time for all good utili- 

ties to come to the aid of their 
men—and women. I know that some 
officials will point out that, compared 
with other industries, salary cuts have 
been few and personnel cuts far be- 
tween. But I know also that employee 
morale within the industry has been 
shaken and that job security is not the 
only brick in the foundation of good 
employee morale. 

Something is wrong when utility ex- 
ecutives admit that numbers of their 
employees (old-timers included) would 
vote for measures opposed by the com- 
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pany and against measures supported 
by the company. Surely, these em- 
ployees are not primarily interested in 
job security. Undoubtedly part of the 
blame rests with the employee himself. 


However, a man will fight for a prin- 
ciple sooner than he will fight for a 
principal. The first depends upon 
faith, the second on loyalty. Faith is 
a personal matter, but loyalty depends 
upon the executive more than upon the 
employee. Chronic disloyalty in the 
face of leadership that merits fidelity 
warrants summary action—the blue 
slip. That’s something for the employee 
to remember. 


There are some employees who are 
inclined to think that there is more 
truth than poetry in this municipal 
ownership propaganda. What they 
need is a good awakening to the real- 
ization that individual liberty is at 
stake in this program of political regi- 
mentation, of which government own- 
ership of the utilities is just a part. 


Of course, there can be no widespread 
personal freedom in a nation which 
has an unemployment problem such as 
ours; the moment a man loses his job, 
his liberty vanishes for he must look 
to bureaucracy for his very bread. Yet 
the spirit of individual freedom should 
still be desirable to the employees in 
question. It must be resold to him, that 
is all. And it can be if the trade-mark 
of the seller is the Statue of Liberty, 
and the employees’ own ultimate self 
interest, and not just the power com- 
pany insignia. 

Remember one thing: The _ well- 
known American spirit of fair play, on 
which utility officials so long have based 
their hopes, is seriously affected by the 
result it has on the pocketbook. 


HILE Id like to be a utility off- 

cial in 1935 (it’s going to be a 
great year of opportunity and some real 
history is to be written) I’m not so 
certain that I should have enjoyed it 
so much last year. On the one hand, 
that political little finger, the Federal 
Trade Commission, damned the officials 
for publicizing the facts about munici- 
pal ownership and government in busi- 


ness, and on the other hand the officials 
were damned as derelict in their duty 
to stockholders, bondholders, employ- 
ees, etc., if they failed to publish the 
facts. 


After all, the real sin was not so 
much in the acts as in the facts. No- 
body loves a fact man, least of all the 
people who don’t or won’t understand 
what is being told. As soon as the 
utilities—and this goes for the rest of 
the industry as well—learn that facts 
are political ammunition for the other 
side, and that emotion is the only am- 
munition worth ramming into the gun, 
the battle will be more equal. Remem- 
ber that Wellington won at Waterloo 
not because he was a smarter general 
or had superior troops, but because 
Napoleon made a mistake. 

® 


HE headless brain trust may think 

that an economic revolution is 
needed to help business, but a sound 
resolution on the part of the utilities 
is all that really is necessary to bring 
them back into good grace. The reso- 
lution is based on the premise that it is 
better to sacrifice a few dollars than to 
lose the whole works. 


The most embryonic of the brain 
trusters understands that political lead- 
ership is built on one principle: Find 
out where the people are going and take 
them there. So the utilities must re- 
solve to find out that the people are 
going to demand rate reductions in 
1935, and then they had better be polit- 
ically astute and lead the way. The 
public doesn’t give a hang whether the 
utilities are legally justified in keeping 
rates at the present levels or not, be- 
cause the public right now is interested 
in what the politicians call “moral jus- 
tification.” 

It doesn’t matter whether the reduc- 
tion is one of importance or merely a 
gesture because of the economic in- 
ability of the utility to do more; it is 
a play to the people and a play’s the 
thing. Any reduction should reach 
the minimum-use customers by all 
means—they constitute the greatest 
number. After all, if the Brain Trust 
is making rates an issue with an eye 
to the vote-getting possibilities, the 
utilities are justified in making the re- 
duction with an eye to the same possi- 
bilities. 

# 


I'd better get back to my Tom and 
Jerry before I say something Electra 
won't like. 
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Asphalt Emulsion Treatment Prevents 
Radio Interference: 


Included in This Report Are Specifications of and Detailed 

- Instructions for Applying Asphalt Emulsion Treatment to 
High Voltage Insulators to Suppress Radio Interference. 
Field Data Provide Practical Experience and Costs of | 


EST results are obtained with 
B asphalt emulsion treatment, or 

any coating applied for the pur- 
pose of eliminating the radio interfer- 
ence caused by insulators, when care is 
exercised in the application of the ma- 
terial. The methods of application de- 
scribed and materials that meet the 
specifications in these instructions have 
been found satisfactory for treating 
high-voltage insulators. 


Defective insulators with one or more 
cracked shells, or with loose cement, 
between shells, around thimbles or ce- 
mented pins are only slightly improved, 
if changed at all, by the application of 
asphalt emulsion or any other treatment, 
unless the defect is repaired. Therefore, 
all insulators should be carefully in- 
spected before treating, and those found 
defective should be replaced with good 
units. 


The asphalt emulsions suitable for 
treating insulators contain approximate- 
ly 36 per cent water when applied and 
will freeze if subjected to a temperature 
below 32 deg. F. while still in the aque- 
ous phase. If a wet coating is frozen 
before it has coalesced and dried, it will 
be seriously damaged. Therefore, in- 
sulators should be treated when the 
weather conditions are such that com- 
plete curing of the emulsion will be 
insured before it is subjected to freezing 
weather. To prevent asphalt emulsions 
from congealing at low temperatures, 
it has been suggested that water soluble 
substances, such as methyl alcohol, 
glycerine and glycol be added to lower 
the freezing point of the aqueous phase. 
However, the season of the year in 
which insulators are treated usually can 
be controlled readily; therefore, a low- 
freezing temperature is not considered 





*A report of Transmission and Distribution Com- 
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Application 


By F. O. McMILLAN 


Research Professor of Electrical Engi- 
neering, Oregon State College 


to be a necessary characteristic of the 
aqueous phase of asphalt emulsions used 
on insulators. 


TREATMENT OF INSULATOR Pin HOoLEs 


The treatment of insulator pin holes 
that are not equipped with metallic 
thimbles is very important. Insulators 
with metallic thimbles carefully ce- 
mented in place usually do not cause 
very serious radio interference from 





Association Report No. 1 | 


This paper is the first of 
the reports of the Northwest 
Electric Light & Power Asso- 
ciation Engineering Section to 
be published under the new 
policy established by the Asso- 


ciation for 1935. Instead of 
publishing all N.E.L. & P.A. 
engineering reports in one is- 
sue of ELECTRICAL WEST 
as previously done, reports 
will be published on a month- 
to-month schedule as they are 
completed by the authors. 





electrical discharges in the pin holes at 
normal operating voltage. Malleable 
thimbles for 34-in. steel pin threads are 
in general better than the pressed metal 
thimbles for larger threads, because the 
overall diameter is smaller and the 
clearance between the thimble and the 
insulator dielectric is greater; there- 
fore, the voltage gradient imposed on 
the air in that region is less. The sharp 
edges of pressed metal thimbles are 
sometimes the source of interference, 
because the hight dielectric flux con- 
centration at the edge causes corona 
formation. 


The radio interference characteristic 
of an insulator fitted with any type of 
metallic thimble is usually very much 
improved by carefully filling the pin 
hole with cement to a point flush with 
the open end of the thimble. This pre- 
caution avoids a short air gap in the 
region of high dielectric flux density be- 
tween the exposed end of the thimble 
and the surrounding insulator shell. 
When the air in such a gap is not dis- 
placed with cement or some other com- 
pound it will ionize and cause radio in- 
terference at a comparatively low volt- 
age. 


Insulators with untreated porcelain or 
glass threads cause very serious radio 
interference at very low voltages be- 
cause of the electrical discharges accom- 
panying the ionization of the air be- 
tween the pin and the insulator material. 
For this reason insulators with threads 
formed in the untreated insulating ma- 
terial should not be used in locations 
where freedom from radio interference 
is an important consideration. Pins 
with lead and various kinds of spring 
threads are not effective in eliminating 
the radio interference caused by such 
insulators, because these pins do not 
fill all of the space in the pin holes and, 
at normal insulator voltage, the gas in 
the unfilled spaces is subjected to a 
voltage gradient large enough to ionize 
it regardless of the construction of the 
pin. 

Field experience has shown that the 
most satisfactory method of treating in- 
sulators to prevent radio interference 
from electrical discharges in the pin 
holes is to use metal thimbles cemented 
in place with Portland cement. If the 
insulators must be put back in service 
quickly it has been found that a “one-to- 
one” sand mortar, made with a g 
quality of high early-strength cement, 
attains ample strength to reinstall on the 
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line twelve hours after the thimbles are 
cemented in place. The use of high 
eatly-strength cement and a supply of 
insulators, equal to the number treated 
in one day, makes it possible to treat 
the insulators on a line continuously 
and also keep the line in readiness to go 
back in service at any time. 


TREATMENT OF INSULATOR Heaps 


The conductor and tie-wire are re- 
moved from the insulator, then the in- 
sulator is removed from the pin and 
lowered to the ground for inspection, 
cleaning, and the preliminary coating 
of asphalt emulsion in the conductor 
and tie-wire grooves. On the ground the 
insulator first is carefully inspected for 
defects, especially cracks, and the thim- 
ble is examined to insure that it is pro- 
perly cemented in place and not loose 
in the cement. The head of the insulator 
is then thoroughly cleaned to insure 
good adhesion of the emulsion on the 
glazed surface. 

A shoe-handle wire brush, 1 in. wide 
and from 4 to 6 in. long with fairly 
stiff, round, tempered, steel wire bristles 
approximately one inch long, is most 
effective for removing the corrosion and 
contamination usually found crusted on 
the glazed surfaces in the conductor 
and tie-wire grooves (See Fig. 1-“A”). 
Following a vigorous brushing with this 
type of wire brush, the insulators usual- 
ly can be wiped clean with a cloth. 

Just before the lineman on the pole 
or tower is ready to replace the in- 
sulator, the conductor and the tie-wire 
grooves are coated with a layer of 
asphalt emulsion approximately 14 in. 
in thickness. After the insulator is 
screwed on the pin, the conductor is 
coated with emulsion over a length 
slightly greater than will rest in the 
conductor groove on the insulator. The 
spiral grooves between the strands of 
stranded conductors must be filled with 
emulsion. This is done by spiralling 
the brush to conform to the conductor 
stranding as the emulsion is applied to 
the conductor. Immediately after the 
first application of asphalt emulsion to 
the insulator and conductor, the con- 
ductor is tied on the insulator with a 
very tight tie. A tight tie is important 
because it reduces the conductor and tie- 
wire motion with respect to the insul- 
ator to a minimum. Making the tie im- 
mediately after applying the emulsion 
avoids the formation of a surface crust 
that would impair the effectiveness of 
the treatment. 

This method of applying the treating 
material embeds the conductor and tie- 
wire in asphalt emulsion and eliminates 
the thin air spaces in the strong dielec- 
tric field between the conducting materi- 
als and the insulator surface. The suc- 
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cess of the treatment depends upon how 
well these air spaces are eliminated, 
because the ionization of the gas in them 
produces the transients that are the 
source of the high frequency interfer- 
ence that is radiated. 

The ends of the tie-wires should be 
terminated on top of the conductor and 
snipped off close to it, except when 
“live line tools” are used or when, for 
some other reason, it is undesirable to 
cut them close to the conductor. In 
such instances the tie-wire may be cut 
to length with the ends turned back to 
form close loops approximately one 
inch in diameter to eliminate corona 
discharge points. 

After the tie is completed, which 
should be accomplished as quickly as is 
consistent with good workmanship, the 
entire head of the insulator is painted 
with a heavy film of asphalt emulsion. 
This emulsion coating on the head is 
carried out on the top shell a distance 
of approximately 114 in. from the bot- 
tom of the tie-wire groove. Particular 
care must be exercised in the applica- 
tion of this final coating to insure fill- 
ing the conductor and tie-wire grooves 
around and over the conductor and tie- 
wire (See Fig. 2). Only sufficient emul- 
sion should be applied to fill the re- 
cesses around the conductor and tie- 
wires. An application of excessive 
thickness will result in abnormal shrink- 
age and cracking which is detrimental. 

The most effective type of brush for 
applying asphalt emulsion on insulators 
either on the ground or on the pole or 
tower is a small flat sign painter’s brush 
with a long tapered round handle (See 
Fig. 1-“B”). This type of brush is 
usually known to the trade as a sign 
painter’s bristle flat fitch brush. The 
size most satisfactory is 34 to 1 in. wide 
with fairly stiff bristles approximately 
114 to 11% in. long and trimmed with 
either a square or a chisel edge. A 
brush with these dimensions is narrow 


Fig. 1—Brushes and special bucket 

for cleaning and treating insulators. 

Left—wire cleaning brush; center 

—application brush; right—combi- 

,nation bucket insures proper appli- 
cation 


enough to insure brushing the emulsion 
into good contact with the glazed sur- 
faces in the bottoms of the conductor 
and tie-wire grooves and also small 
enough to guard against the application 
of an excessively large amount of emul- 
sion. Both of these are important con- 
siderations because of their relation to 
adhesion on the insulator surface and 
the development of shrinkage cracks in 
the asphalt emulsion during the coalesc- 
ing period. 

A brush should be soaked in water 
very thoroughly before it is used in 
asphalt emulsion. If the bristles are not 
saturated with water they will dehydrate 
the emulsion that first comes in contact 
with them and coalesce a hard film of 
asphalt on each bristle that quickly 
stiffens the brush and is difficult to re- 
move. The brush should also be kept 
immersed in water all of the time that 
it is not actually in use to prevent the 
emulsion in it from coalescing. 


It is important to use reasonable pre- 
cautions to avoid exposing the supply of 
emulsion to the air for long periods on 
account of the tendency to coalesce at 
the exposed surface and form a crust 
over the material in the container. 

A small friction-top bucket, holding 
approximately one-half gallon, with a 
water container soldered on the side has 
been found to be a very satisfactory de- 
vice for protecting both the brush and 
the asphalt emulsion (See Fig. 1-“C”). 
This arrangement makes it convenient to 
keep the brush in water at all times 
when not actually in use, and the fric- 
tion cover may be placed on the bucket 
when it is not in use for any appreci- 
able length of time. A small bucket in- 
sures that one filling of emulsion will 
be used in a short time, and, therefore, 
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it will remain in good condition. Fre- 
quent refilling also permits cleaning the 
bucket as often as is needed to keep it 
in good working condition. A com- 
paratively shallow container helps to 
prevent the brush handle from becom- 
ing smeared with emulsion from the 
side walls, which is very important be- 
cause of the extreme stickiness of the 
partially cured emulsion. 


Brushes can be kept in excellent con- 
dition by keeping them in water and by 
washing them thoroughly with water 
once every half day. The brushes that 
have been neglected and allowed to 
solidify with emulsion may be reclaimed 
by soaking and washing in kerosene, 
followed by a thorough washing with 
soap and warm water to remove all 
traces of oil. 

In areas where insulators are sub- 
jected to “salt fog” deposits, excessive 
contamination with dust, Portland ce- 
ment or other conducting or partially 
conducting materials, the surface in- 
sulation resistance decreases to very low 
values. When insulators subjected to 
such conditions are treated with asphalt 
emulsion and the conductor and tie-wire 
are entirely encased in the insulating 
material, the asphalt coating over the 
tie-wire is subjected to practically the 
entire conductor to pin voltage, due to 
the insulator surface conduction. In 
the case of high voltage insulators, the 
voltage due to the surface space charge 
accumulated by leakage will puncture 
the asphalt. Since the asphalt is some- 
what self-healing, successive discharges 
through it will occur at intervals con- 
trolled by the insulator surface leakage 
conditions. These discharges cause seri- 
ous radio interference if permitted to 
occur. 


When asphalt emulsion treatment is 
applied under conditions subject to such 
extreme insulator contamination, it is 
recommended that tie-wires not smaller 
than No. 4 A.W.G. be used and, after 
the insulator treatment is completed, the 
emulsion be scraped away to bare the 
outer surface of the tie-wire in four 
places from 1 to 2 in. long equally 
spaced around the head of the insulator. 
Uncovering the tie-wire in this manner 
prevents the accumulation of surface 
space charges by leakage conduction and 
also prevents puncturing the asphalt. 
Uncovering the outer surface of: the tie- 
wire does not materially decrease the 
effectiveness of the emulsion treatment 
for the elimination of the corona dis- 
charges between the tie-wire and the 
conductor and the dielectric of the in- 
sulator. Asphalt emulsion treatment is 
not effective in eliminating the radio 
interference due to intermittent surface 
conduction resulting from surface con- 
tamination on insulators and, therefore, 
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it should be applied only when the ion- 
ization of the air due to excessive volt- 
age gradient around the conductors and 
tie-wires at the point of contact with the 
insulators constitute an important part 
of the radio interference originating at 
the insulators. 


Cost or ASPHALT EMULSION 
TREATMENT 


Asphalt emulsions of excellent qual- 
ity that fully meet the specifications in 
these instructions can be purchased for 
60 cents per gal. in 55-gal. drums. Ap- 
proximately 4% pint of emulsion is re- 
quired to treat a 66 kv. insulator. 
Allowing 10 per cent for waste during 
application, the material cost is ap- 
proximately 4 cents per insulator. The 
labor cost for applying the emulsion 
on the heads of insulators (from avail- 
able field experience when the insulator 
is removed from the pin and lowered to 
the ground for cleaning) is 50 cents per 





Fig. 2 —66-kv. insulator treated 
with asphalt emulsion 


insulator. At the present price of con- 
ductor material a new tie-wire is worth 
approximately 6 cents when the salvage 
value of the old tie-wire is deducted. 
When metal thimbles must be cemented 
in the pin holes with high early-strength 
cement, the cost is approximately 20 
cents additional per insulator. The 
total cost per insulator for labor and 
material is, therefore, approximately 
70 cents for treating the head only and 
90 cents for treating the head and ce- 
menting a thimble in the pin hole. These 
labor costs are believed to be maximum 
values, and it is thought that experience 
will materially reduce the labor items 
below the values given. 


SPECIFICATIONS FOR ASPHALT EMULSION 
FOR TREATING INSULATORS 


1. Composition: The material fur- 
nished under the specifications shall 
comprise asphalt dispersed in water in 
emulsion form by means of a mineral 
colloid. 

2. Analysis: The emulsion shall con- 
form to the following analysis by 
weight: 

(a) The water content shall be not 
more than 36 per cent. 


(b) The ash shall be not more than 
2 per cent. 

{c) The asphalt content shall be not 
less than 62 per cent. 

(d) The weight per gal. shall be 8.5 
plus or minus 0.1 lbs. 

3. Homogeneity: The emulsion should 
be uniform in character and remain in- 
definitely in suspension without sub- 
stantial sedimentation. It shall be free 
from lumps. Material which has set- 
tled in the container so that the bottom 
portion is appreciably thicker than the 
top will be rejected. 

4. Penetration: When the emulsion is 
freed from water by evaporation, the 
penetration at 77 deg. F. (25 deg. C.) 
of the water-free residue shall be be- 
tween the limits of 105 and 125, meas- 
ured in accordance with A.S.T.M. stand- 
ard D 5-25. The residue shall be pre- 
pared for the penetration test by heat- 
ing carefully with continued stirring 
in a tin container immersed in an oil 
bath held at a temperature just above 
the boiling point of water until sub- 
stantially all the water is removed. 
Thereafter final traces of water may be 
expelled by increasing the temperature 
of the oil bath to a value not exceeding 
300 deg. F. (149 deg. C.) and maintain- 
ing constant agitation of the sample 
until the weight becomes constant. 

5. Consistency: (a) The consistency 
shall be such that the emulsion can be 


“applied by brush without dilution. 


(b) A wet film %4-in. (125 mils) 
thick shall coalesce in place on a verti- 
cal surface. 

6. Dilution: (a) The emulsion shall 
be miscible with water in all propor- 
tions. 

(b) When five grams of the emul- 
sion are diluted with equal quantities 
of water and there is added five milli- 
liters of 10 per cent solution of sulfuric 
acid, the emulsion shall be sufficiently 
stable so that it will not break. 

(c) When five grams of the emulsion 
is diluted with equal quantities of water 
and there is added 1 gram of hydrated 
lime, the emulsion shall be sufficiently 
stable so that it will not break. 

7. Coalescence: A wet film %-in. 
(125 mils) thick dried 48 hours on 
glass, glazed porcelain or steel, at 77 
deg. F. (25 deg. C.) and 50 per cent 
relative humidity shall adhere to the 
surface and shall not re-emulsify when 
soaked 16 hours in distilled water. 

8. Lack of Flow in Film: A coal- 
esced film of approximately 1/16 in. 
(63 mils) thickness on a vertical steel 
plate shall not flow when a Bunsen 
burner is directed against the surface of 
the film or against the back of the plate 
for five minutes. The action of the 
flame shall be continued until the film 
has ashed in place. 
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9. Freedom from Cracking: A coal- 
esced film of approximately 1/16 in. 
(63 mils) thickness shall not crack on 
prolonged exposure to a temperature of 


32 deg. F. (0 deg. C.). 
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Field Experience In the 
Yakima Territory 


By ELLIS VAN ATTA 
Pacifie Power and Light Co. 


ee the fall of 1933 asphalt 


emulsion was applied to in- 
sulators on approximately twelve miles 
of 66-kv. lines in our Yakima territory. 
The total number of insulators treated 
was 1,275, consisting of 1,044 pin-type 
and 231 suspension-type units. Dur- 
ing the course of this work all defective 
insulators were replaced, all line hard- 
ware tightened, bending put in proper 
condition, and radio interference elimi- 
nated from high tension bushings in 
transformers and oil switches. 

A considerable reduction of interfer- 
ence from the 66-kv. lines was accom- 
plished by this work and good daytime 
reception was made possible in many 
places immediately adjacent to the high 
voltage lines. Along low tension cir- 
cuits which parallel the transmission 
lines the attenuation of noise was great- 
ly increased so that interference from 
the transmission lines was confined to a 
much smaller radius than normally ex- 
isted. On some circuits where hereto- 
fore noise had spread out for a distance 
of a mile or more it was found to di- 
minish so rapidly that most of the inter- 
ference was dropped off in a distance of 
two or three blocks away from the 
66-kv. lines after the treatment of in- 
sulators was completed. The improve- 
ment effected immediately resulted in 
the increased sales and use of radio 
equipment in all areas affected and 
much favorable comment on this work 
has been received from radio users and 
dealers in the Yakima territory. 

All the insulators in this area were 
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equipped with malleable thimbles over 
which lead cobs forming the threads 
were cast. When these cobs were re- 
moved from the pin holes it was found 
that extensive oxidation had taken place 
showing conclusively that serious in- 
terference was being produced in the 
pin holes of all of the insulators. After 
some consideration it was decided to ap- 
ply asphalt emulsion to the pin holes 
and this was done on the first mile of 
line treated. After removal of the cobs, 
the lead and porcelain threads were 
carefully and thoroughly cleaned to re- 
move all the accumulation of oxide. 
The pin holes were then given a heavy 
coating of emulsion and after covering 
the lead cobs with emulsion they were 
screwed as tightly as possible into the 
pin holes. 


Examination of the insulators a short 
time after treatment showed that the 
asphalt was cracking away from the 
thimbles and the treatment of pin holes 
in this manner was discontinued. There- 
after the lead cobs were removed from 
the thimbles and the thimbles cemented 
into the insulators with quick curing ce- 
ment. The insulators with asphalt 
treated pin holes were left on the line 
for approximately six weeks when they 
were removed and thimbles cemented 
into them. When the treated cobs were 
removed, it was found that large areas 
of the lead surfaces were entirely clear 
of asphalt and that the exposed lead 
was again covered with oxide. From 
this experience we are thoroughly con- 
vinced that treatment of pin holes with 
asphalt emulsion will accomplish little 
if any reduction in interference from 
that source. 


Prof. McMillan, in his instructions 
for applying asphalt emulsion, points 
out the importance of tight tie-wires. 
Our experience on the first mile of line 
treated emphasizes the importance of 
the manner in which ties are made up. 
On many insulators the ends of the ties 
were brought up to the conductor a 
short distance from the insulator head 
and these spaces were then filled with 
emulsion. This caused excessive masses 
of material to be applied at these points 
and invariably resulted in deep crack- 
ing. After this experience we were very 
careful to make up the “buttons” just 
as close as possible to the insulator 
head so that after the grooves were 
filled with emulsion the entire circum- 
ference of the tie-wire groove presented 
a uniform appearance and there was no 
tendency to build up a large amount of 
material at the junction of the tie and 
conductor grooves. The original ties 
on the lines were made of No. 2 A.W.G., 
but it is practically impossible to make 
a satisfactory tie with such large wire 
and these were replaced with ties of No. 


4 A.W.G. at the time treatment was ap- 
plied. 

Reference has been made to the fact 
that we cleared up actual and potential 
sources of interference other than that 
caused by insulators themselves at the 
same time the asphalt emulsion was ap- 
plied to the insulators. The importance 
of doing this is obvious. While it is true 
that the noise level of a pin-type high 
tension line cannot be reduced to a sat- 
isfactory point without reducing inter- 
ference from insulators, it is equally 
true that the treatment of insulators will 
accomplish little good on a line where 
noise exists due to loose or improperly 
spaced hardware, defective bending, dis- 
charges in bushings, or other defects. 
At the time insulators are treated an 
excellent opportunity is afforded for 
clearing up other sources of trouble; 
not only sources of radio trouble but 
many cases of actual defects in lines 
and equipment will be detected and 
corrected by alert and efficient linemen. 
Work on hardware and bending in- 
creases the cost of insulator treatment, 
but this work should be made a part of 
the job to insure the best possible re- 
sults from treatment of insulators. 

The following figures show our cost 
per insulator on a line of approximately 
five miles in length, averaging 28 poles 
per mile: 





*Labor cost, linemen and groundmen...... $0.5918 
Labor cost of cementing thimbles in pin 
A 2 6 Bate idatnadé diesen ove 0.1038 
EE Sn th oat ve ditbtin es ouwesnewadeeecedé 0.0160 
Material (0.6 pint emulsion, 1 tie-wire).. 0.1280 
Total cost per insulator............... $0.8396 


*This item includes work of tightening hard- 
ware and putting bending in proper condition. 
This also includes additional expense incident to 
cementing pins of approximately 10 cents per in- 
sulator. 


The total cost per insulator for ce- 


menting thimbles in pin holes is as fol- 
lows: 


TN eer ee $0.1000 
TC. .vucseaeeédcecceseseaue 0.1038 
«shee en od éu s dniwiksecldh cwewas's 0.0080 

Total cost per insulator................. $0.2118 


Deducting the cost of approximately 
21 cents per unit for treating pin holes 
gives a cost of treating the heads only, 
including mileage, of approximately 63 
cents per insulator. The total cost on 
the above line (28 poles per mile) was 
approximately $81.50 per mile. The 
cost of cementing thimbles in the in- 
sulators amounted to approximately 
$18.50 per mile making the cost of 
treating only the insulator heads of 
approximately $63.00 per mile. On 
the basis of the above figures it is esti- 
mated that the approximate cost of ap- 
plying asphalt emulsion on a_ line 
which averages 23 poles per mile would 
be as follows: 


Cost per mile, treating heads and cementing 
thimbles in untreated pin holes..........$65.50 
Cost per mile, treating heads only.......... 50.00 


The cost per mile would have been 
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reduced slightly by omitting the treat- 
ment of suspension type units but we 
considered it advisable to include these 
with the pin type insulators. Only the 
line discs in insulator strings were 
treated and this consisted of filling the 
space between the cap and shell and 
applying a thin coating of emulsion 
around the pin. We find a great varia- 
tion in the cost of applying emulsion 
to insulators on switch and bus struc- 
tures. The unit cost of treating 291 of 
these insulators (178 pin-type, 113 sus- 
pension-type) ranged from 78 cents to 
$1.84 and averaged $1.23 per unit. 
Treated insulators in the Yakima ter- 
ritory have now been in service for a 
period of one year (Dec. 1934). They 
have been examined at various times 
since the asphalt emulsion was applied 
and we have always found the material 


to be in excellent condition. We have 
had no opportunity to observe the coat- 
ings under extremely cold conditions as 
the minimum temperature in that aera 
last winter was only 23 deg. F. How- 
ever, it does not appear likely that the 
material will undergo any change due 
to extreme cold after it has thoroughly 
cured. We have noted that where 
slight checking has occurred in curing 
out that the cracks are healed in warm 
weather. 

We have stated before that the appli- 
cation of asphalt emulsion to insulators, 
and the elimination of various other 
sources of interference on sections of 
lines in the Yakima territory has re- 
sulted in a general reduction of the 
noise level along these treated sections. 
In some places along treated sections of 
line, radio interference from the high 
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Carrier Current Control Improves 
System Operation 


rent control for street lighting and 
tank water heaters has worked 
out very satisfactorily for the City of 
Idaho Falls. An isolated electrical sys- 
tem supplied primarily from a hydro- 
electric generating station serves this 
town of 10,000 people, the total number 
of customers being approximately 2,500. 
The primary distribution system con- 
sists of four circuits, two of which 
serve the commercial area and the other 
two the residential area. 
Approximately 600 kw. of the system 
peak of 3,000 kw. during the summer 
is attributable to electric water heaters 
operating on a flat rate. Adopted to 
encourage the use of electric ranges, 
the flat rate for the tank heater was 
profitable as long as the peak capacity 
was not exceeded when the tank heaters 
were in service during the summer 
months. If, however, the peak capacity 
of either the water supply or generating 
facilities was exceeded, the flat rate 
water heating would prove unprofitable. 
Inasmuch as a series of dry years 
with attendant low water conditions 
threatened normal operations, a study 
was made to see if some satisfactory 
means of restricting the 600 kw. flat 
rate could be provided. After a study 
of various plans, the carrier current 
controller was decided upon, this 
scheme being by far the most flexible 
of any control obtainable as well as 
retaining complete control of the system 
peak in the hands of the plant operator. 
The installation consists of a three- 
unit motor generator, the two alterna- 


Npenpec sie installed carrier-cur- 
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By M. P. GOUDY 
City Electrician, 
Idaho Falls, Idaho 

tors supplying 480-and 720-cycle cur- 
rent respectively. The former fre- 
quency is for street lighting control and 
the latter for water heating control. 
The circuits are controlled in the fol- 
lowing manner. On the contre! panel 
located at one corner of the power 
house, a set of jacks is installed, one 
jack for each circuit. Each phase of 
each outgoing feeder circuit is equipped 
with a coupling transformer similar to 
a current transformer with the excep- 
tion that an air gap is left in the iron 
so that the secondary may be left open 
circuited. A high frequency current for 
the carrier system is connected to any 
particular jack by means of a plug. 
This arrangement simplifies the selec- 
tion of the circuit which the operator 
desires to control. The carrier impulse, 
superimposed on the 60 cycle fre- 
quency, is fed directly through the 
coupling transformer to the circuit se- 
lected, tuned by-passing equipment be- 
ing connected in the distributing buses 
so that other circuits will not be af- 
fected by the operation. 

At the consumer premises is installed 
a tuned switch which responds to the 
720-cycle wave. The 720-cycle impulse 
actuates a telephone relay which in turn 
impresses 110 volts on a heating coil 
causing a metal strip to expand and 
allow a spring-actuated toggle to close 
the main heater contacts. In setting his 
controls upon a “On” impulse, the plant 
operator pushes a button which starts 


voltage line itself has become a negli- 
gible factor. In other locations along 
these treated sections the improvement 
is not so marked and in many locations 
interference from the lines is still bad 
enough that really good reception from 
distant stations cannot be expected un- 
der normal conditions. It is obvious 
to everyone familiar with the idiosyn- 
crasies of radio interference that, were 
it not possible to eliminate disturbances 
in their entirety, it is impossible to 
obtain exactly the same reduction of 
noise in different localities. However, 
in spite of the fact that entirely satis- 
factory results at every point on the 
line cannot be reasonably expected 
from treatment of inherently noise pro- 
ducing insulators our experience con- 
vinces us that efforts along this line are 
very much worth while. 


the equipment, initiates a 10-sec. im- 
pulse, and automatically opens the 720- 
cycle alternator field switch at the end 
of 10 seconds, this being the time neces- 
sary to keep the metallic strip at the 
receiving end hot to energize the water 
heater. In sending an “Off’ impulse, 
the generator field switch remains 
closed for thirty seconds and the relay 
on the consumer’s premises continues 
to heat and lifts the toggle of the water 
heater switch above center and thereby 
opens the switch. A 10-sec. impulse 
always leaves the switches closed and 
the 30 sec. impulse always leaves them 
open regardless of their position before 
the impulse was applied. All equip- 
ment is of General Electric Co. manu- 
facture. 

The installation went into service 
about July 1 and results obtained from 
it have been most satisfactory. During 
the latter part of September extremely 
low water made it necessary to drop the 
flat rate heating load during the peak 
period. For a portion of this latter 
period it was possible to avoid the 
operation of Diesel engines by dropping 
the heating load. At the latter part of 
the period when the water was at its 
lowest stage, there were times when the 
ability to drop 400 or 500 kw. off the 
peak load requirements meant the differ- 
ence between continuing at the standard 
set for the system or operating at re- 
duced voltage and speed. Under such 
conditions the wisdom of providing some 
means of controlling the peak load is 
very apparent and the results have more 
than justified the cost of installation. 
Under normal operations the carrier- 
current control provides a supervision 
not only of the station load factor but 
also of that of each individual feeder 
whereby appreciable operating economy 
may be effected. 
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Mason City-Electric Yardstick 


F ELECTRICAL manufacturers and 

dealers have not outgrown such hab- 
its and ever let themselves dream of 
Utopia, no doubt they picture a place 
where everything is done by electri- 
city—where entire cities are so heated, 
lighted and in season cooled. 

Perhaps the cornerstone for such a 
utopia has been laid in the building of 
Mason City—a town now almost com- 
plete and heralded as the world’s first 
all-electric city. 

The contractors’ town for the Mason- 
Walsh - Aktinson- Kier company, the 
group of New York, California and 
Iowa contractors, who have incorpor- 
ated to build the first or $63,000,000 
unit of the mammoth Grand Coulee 
Dam on the Columbia River, Mason 
City is chimneyless. Its 360 or more 
three, four and six-room bungalows, its 
several blocks of bunkhouses and the 
more pretentious residences of the off- 
cials will all be electrically heated, and 
wired for electric refrigerators and 
ranges. The larger houses will also be 
air-conditioned. 

With the exception of a hospital and 
one store building, the business houses, 
the administration and office buildings 
of the contracting firm, a woman’s dor- 
mitory and an enormous kitchen and 
dining hall that will seat 2000 people, 
will also use electric heat. 

There are several reasons why the 
MWAK, as the Mason-Walsh-Atkinson- 
Kier company is called throughout the 
Northwest, decided to use electricity. 

First Mason City is to exist only 
during the time that the big dam is 
being built, from five to eight years, 
the government specifications stipulat- 
ing that the contractors must clear the 
buildings away and fill any basements 
dug to the level of the ground. 

With the use of portable electric 
heaters of the forced air type, such as 
have been decided on, the contractors 
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are spared the double expense, first of 
digging and then of filling the base- 
ments. Also a much greater percentage 
of salvage will be possible. 

In addition, MWAK, after careful 
study concluded that the efficiency from 
heating with wood or coal would be 
from 30 per cent to 40; 50 per cent 
from a central heating plant; and 
nearly 100 per cent from electricity. 





Electric range and forced draft 
air heater in the typical Mason 
City bungalow 


Even the heat generated by friction in 
the fan motors will actually be used. 

Heaters of from 1% kw. to 6 kw. 
will be used in each of the rooms in 
every building. Twenty-eight thousand 
will be needed for the first 360 houses. 


SAVING IN First Cost 


Juan Hargrove, the architect who de- 
signed Mason City for the contractors 
estimates that the cost of installing and 
equipping a five-room house will be 


Mason City, at the site of Grand 
Coulee Dam, a truly all electric 
city 


approximately $160, as against about 
$250 for a furnace. To this last an 
extra $50 would have to be added for 
a chimney. Even if a share of the cost 
of distribution is figured in, Mr. Har- 
grove estimates the net cost per house 
using electricity as $181.50. 

If it is desired that a humidity unit 
be added, which is the ultimate goal, 
the cost of the heaters would be slightly 
higher, although the consumption would 
be less for the same results. 


The Mason-Walsh-Atkinson-Kier com- 
pany, believes that during the construc- 
tion of the Grand Coulee dam a $100,- 
000 saving will be made by heating with 
electricity. 

The lighting circuits will operate at 
110 volts, the heating 220. A 110,000 
volt transmission line has been strung 
over a distance of 30 miles to connect 
with an established line of the Wash- 
ington Water Power Co. of Spokane. 

Twelve houses will be designated for 
especial research work in order to gain 
accurate information as to the heating 
results and six different kinds of in- 
sulating material will be used in their 
construction—two houses with each 
type of insulation. Instruments will be 
installed to record the heat used per 
room; the peak load; humidity; etc. 

Data will be collected over a period 
of one complete year, the school of 
engineering at Washington State Col- 
lege carrying on the research, compiling 
and tabulating the results. This will 
no doubt include a wide range of dif- 
ferent types of weather for the temper- 
ature at the Grand Coulee in the last 
twenty-two years has shown variations 
from 120 deg. above zero to 29 deg. 
below. 

The MWAK has contracted with the 
Washington Water Power Co. of Spo- 
kane for electric power, the contract 
calling for a minimum payment of 
$400,000 over 40 months, with the 
power actually used to be paid for in 
addition at the rate of 2.5 mills per 
kw.-hr. Installed capacity is 10,000 kw. 

The Carrier Air Conditioning Co. is 
furnishing, without cost, an air condi- 
tioning machine for research in the ex- 
perimental dwellings. Orders for 1,500 
Wesix forced-draft type electric heat- 
ers were placed with Graybar Electric 
Co., San Francisco. 

With most of this material installed 
and with many of its buildings now oc- 
cupied, Mason City will present a vivid 
picture of the possibilities of the future 
and will demonstrate on an encompass- 
ing scale the economy, comfort and con- 
venience of the use of electricity in 
every activity of the home and office. 
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which are being carried on in the engineering departments of Western universities. 


Edited this 
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A Tidal-Model Laboratory 


By M. P. O’BRIEN’ and 
B. D. RINDLAUB’ 


ment through the Division Engi- 

neer, Pacific Division, signed a con- 
tract with the University of California 
for the construction of equipment on 
the Berkeley campus for hydraulic 
model studies. A distinctive feature of 
this laboratory is that its primary pur- 
pose is to investigate models involving 
tidal effect.. The contract provides for 
cooperative use of the facilities for a 
period of five years with provisions for 
extension and for use by the University 
when not required by the government. 
All equipment is located at the new out- 
door hydraulic laboratory being devel- 
oped by the Department of Mechanical 
Engineering. 

The purpose in constructing a labora- 
tory for hydraulic models is to investi- 
gate some of the many problems arising 
from the work of the Corps of Engineers 
on the improvement and maintenance 
of rivers and harbors. A similar but 
much larger laboratory, called the U. S. 
Waterways Experiment Station, was 
built a few years ago at Vicksburg, 
Mississippi, largely for the study of pro- 
posed units in the program of improve- 
ments of the Mississippi River and its 
tributaries. Investigations of the same 
nature are also being carried on at a 
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number of universities, notably at the 
State University of Iowa. At these other 
laboratories, river flow is the primary 
factor and tidal effects, when they oc- 
cur, are of secondary importance. Along 
the Pacific Coast, river and harbor im- 
provements are in almost all cases in- 
fluenced in a major degree by the tide, 
and the Berkeley laboratory will spe- 
cilize in this type of problem. 

It is well to explain in connection 
with model work that models should be 
regarded as adjuncts to, but not substi- 
tutes for, the design of hydraulic works. 
Judgment based on field experience is 
necessary in utilizing laboratory results, 
and this proper relationship between 
field and laboratory must be empha- 
sized if models are not to be discredited 
by erroneous or absurd results. 

Hydraulic models have been discussed 
so widely in the technical press that a 
repetition of the quantitative rules for 
model operation is unnecessary. How- 
ever, there is a tendency to outline 
model procedure in terms of a diction- 
ary definition of the word “model” 
rather than to determine what a model 
should be from the dynamical relation- 
ships involved. The writers, at least, re- 
gard a model as a mechanical means 





Tidal model of the mouth of the 
Columbia River reproduces in con- 
crete and to exact scale the river 
bed 40 miles back from the mouth. 
Metal templates provide the guides 
for the shore configuration and 
also for the cross-sections of the 
river bed at frequent intervals 
throughout its length. The model, 
together with an ingenious machine 
for reproducing river flow and 
tidal cycles, will enable accurate 
study of the shifting of the bar at 
the mouth of the river 


of solving the differential equations of 
fluid motion for boundary conditions 
which are in themselves too compli- 
cated to be expressed analytically. In 
river and harbor models, the flow takes 
place under the action of gravity, viscos- 
ity and surface tension and any small 
scale flow system which may be used 
to predict the flow in a prototype may 
be classed as a model. The technical 
problem is to determine the conditions 
necessary for correspondence and it is 
evident that simply reproducing a river 
or harbor to scale is not all that need be 
done. Because of the large horizontal 
dimensions involved, use of different 
horizontal and vertical scales for har- 
bor and estuary models is usually 
necessary to obtain similarity of flow, 
and this expedient brings with it many 
complicating factors. 


EarLy Mopet EXPERIMENTS 


In what was probably the first hy- 
draulic model experiment, Osborne Rey: 
nolds reproduced tides in a model of 
the estuary of the Mersey and found 
that even with his extremely smal! 
scales, the sand movement in the model 
corresponded with that observed in na- 
ture. Following Reynolds, German en- 
gineers used models for studying hy- 
draulic problems but for the most part, 
tidal work was neglected. In recent 
years, experiments have been made on 
the estuary of the Severn, the harbor 
of Rangoon, and a number of smaller 
tidal inlets. In spite of the great num- 
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ber of river models which have been 
used, the technique of operating these 
tidal models is in a formative stage, 
because the most difficult feature is tide 
generation, and procedures suitable for 
river models are not directly useful. 
The first model to be tested at Berk- 
eley will be the estuary of the Colum- 
bia River, in which means of straight- 
ening and maintaining the navigable 
channels will be studied. This model 
is now under construction and in the 
next few weeks preliminary tests will 
be made to ascertain the reliability of 
the model or, in other words, the ac- 
curacy with which the model will re- 
produce the conditions now existing in 
the estuary. Investigation of proposed 
training works will start only after the 
model has been shown to be reliable. 
The Columbia estuary model is of the 
movable-bed type. The entire tidal 
prism of the river will be represented 
by a labyrinth connected to the upper 
end of the section under investigation. 
The model will include a portion of 
the beaches north and south of the en- 
trance and the ocean bottom beyond 
‘the Columbia River Light Vessel. 
Tides, river flow, waves, and perhaps 
wind, will be reproduced to the proper 
scale. The principal scale ratios of 
the model expressed as the ratio of a 
magnitude in prototype to the corre- 
sponding magnitude in the model are: 


Horizontal dimensions .......... . 8600 
Vertical dimensions .................. 64 
Time intervals ......................... . 450 
I I ani ona ct 8.3x108 
Rates of discharge...................... 1.8x106 


Dimensions and other principal char- 
acteristics of a few important tidal mod- 
els previously built are compared with 
those of the Columbia River estuary 
model in the table which follows: 


Ran- Sev- Colum- 


Estuary Mersey goon ern bia 


Sir 
Rey- Alexander A. H. 
Experimenter nolds Gibbs Gibson ——— 
Range of Tide 
Prototype (Ft.) ..... 16-21 21-41 8 


31,800 8,086 
Horizontal Scale.. 10,600 7.050 8,500 3,600 


960 128 

Vertical Scale.... 896 192 200 64 
Period of Tidal Cy- 

cle in Model 

J 40 
é 80 76 74 93 
Reproduction of Hinged Plun- Plun- Pump- 

.. rer trough ger ger ing 
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The principal item in the tidal lab- 
oratory is a concrete basin 72 ft. long, 
42 ft. wide and 2 ft. deep, with a 2-ft. 
channel on all sides, with the so-called 
“tide distributor” located in a pit at 
one end. The channels make it possible 
to flow water into and out of the basin 
at several points along each of its sides. 
Two pipe-lines connected to the distri- 
butor carry the flood and ebb currents. 
The ‘flood’ line is supplied by two 
deep-well pumps which discharge 
through a relief valve back into the 
supply sump when the tide is ebbing. 


Twat DIsTRIBUTOR 


The tide-distributor itself is the only 
unique feature of the installation. Pre- 
vious tidal models have employed a dis- 
placement system of tide generation, 
but this model is impracticable in the 
present case because of the great weight 
and size of the plungers, floats or pis- 
tons which would be necessary. Besides 
being less expensive, the ‘flow’ system 
adopted has the decided advantage that 
the pumping capacity is availabie for 
other types of experiments. The dis- 
tributor is simply a cylindrical valve 
12 ft. long and 12 in. in diameter which 
is rotated and shifted longitudinally by 
variable-speed motors remotely con- 
trolled. The rotational speed controls 
the duration of phase of tide while the 
longitudinal motion controls the port 
opening and therefore the rate of in- 
flow or outflow. The pumps run con- 
tinuously discharging either through 
the distributor or through a relief valve. 
As the inner cylinder rotates, it gradu- 
ally opens a port connected to the 
pumps and two ports connected to the 
model, and the inflow or ‘flood tide’ 
builds up to a maximum as the port 
areas increase and then is reduced to 
zero. As soon as the flood ports close 
the relief valve opens and the pump 
line discharges back into the sump. At 
the same time the gravity ‘ebb line’ 
starts to open, finally reaches a maxi- 
mum discharge and is then gradually 
closed. The actual elevation in the 


model at any instant will be indicated 
by a water-level recorder and the oper- 
ator will adjust the controls so as to 
hold the recording pen on the predicted 
tide curve. A constant range and dura- 





tion of phase may be reproduced with- 
out continuous manual control. The 
distributor was built by the Byron- 
Jackson Co. following plans worked out 
in conjunction with their engineers. 

Auxiliary equipment includes a car 
spanning the short dimension of the 
basin which will carry a boom for 
photographs and on which will be lo- 
cated the controls for the tide distri- 
butor and the recorder of the tide gage. 
The river flow is supplied by separate 
pump discharging into a head-control 
reservoir which in turn discharges into 
a 4-in. line looped around the basin 
with tees at intervals of about 10 ft. 
The pumps and other machinery are 
housed in sheet-metal sheds, while the 
transformers occupy a corner of the 
frame building serving as an office and 
workshop. 

In addition to the tidal equipment, 
the laboratory will include a flume 3 ft. 
wide by 18 in. deep and 60 ft. long 
for studies of the movement of bed-load 
and suspended material in channels, 
equipment for studying the resistance 
of ship models, a 16-in. wind tunnel 
for tests on propeller fans, transporta- 
tion of sand by wind and similar experi- 
ments, and other smaller experiment 
stations. 

The work of the laboratory is under 
the direction of Lieut. Col. Thomas M. 
Robins, Division Engineer, North Pa- 
cific Division, and Lieut. B. D. Rind- 
laub in immediate charge of operations. 
Professor M. P. O’Brien acts in an ad- 
visory capacity. 

The significance of hydraulic models 
in electrical construction may be appre- 
ciated from the fact that the construc- 
tion of the Bonneville project on the Co- 
lumbia will be guided by data from a 
model of the river bed at that point also 
constructed- under the direction of the 
Division Engineer, U.S. A. 


Left: The model basin before con- 
struction started. Right: the tidal 
distributor by means of which tide 
cycles can be reproduced in 93 
seconds. Center: the tidal pit be- 
fore installation of the distributor. 
Automatic control enables the op- 
erators to produce a full year of 
tidal variation and river flow in 
approximately 10 hours, the vol- 
ume of the flow corresponding to 
the scale to which the model is 
built 










































Bill Jones Speaks + + + 





about Uncle Going Into the 
Grocery Business 


Jones, “I wouldn’t care much 
for the opinion of an old 
maid as to the amount of character 
necessary to resist those temptations 
which befall young girls. It might be 
entirely based upon loftiness of spirit 
and a discriminating sense of righteous- 
ness, virtue and rectitude. On the other 
hand, the old maid may have adenoids.” 
“Apropos of what?” snapped the 
Manager. 

“These are the days of the ballyhoo 
about the ‘abundant life’ and the ‘aver- 
age man’ who seems to have succeeded 
the now thoroughly extinct ‘forgotten 
man’. Those of us constituting a rapidly 
vanishing group of citizens, who neither 
are nor want to be politicians, are won- 
dering why scintillating brain pans of 
the latter don’t really give us a New 
Deal that is worth while. Let them 
put the government into the grocery 
business and give us a ‘yardstick’ with 
which to deflate food prices, instead of 
worrying themselves to exhaustion sym- 
pathising with the dear people who pay 
electric light bills. 

“It doesn’t make much difference to 
Mrs. Jones and me whether our monthly 
consumption of 50 kw.-hr. is based upon 
the utilities’ cost of 6 mills at the 
switchboard or of TVA’s White Rabbit 
figure of 2 mills. Maybe we would 
save a couple of quarters a month on 
the $2.50 we now pay, but how about 
the $30.00 a month we have to give up 
for food?, We don’t really have to use 
electric service if we don’t want to. A 
convenience, yes; but a necessity, no. 
We still have a lot of kerosene lamps 
stored in the attic, and ice from the ice 
man is as effective as a cooling agent 
as it ever was. We could get along 
without electric service, and the appli- 
cations which inventive genius has de- 
veloped, but the inventor doesn’t live 
who can show us how to get along with- 
out food. Food is one of those airy 
trifles in our daily lives which the Su- 
preme Court thinks is ‘attended with 
public interest’. 

“In its confines, our little City of 
Argenta, according to the last guess of 
the Census Bureau, seems to have about 
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45,000 souls—to which must be added 
a few Indians, Japanesers and Republi- 
cans, in the order of their relative im- 
portance. Also it has 145 grocery 
stores to which, in 1933, each family 
paid $376.50 for food alone, as against 
the $30.00 expended by the average 
home for electric service during the 
same year. The overhead on these stores 
was approximately 20 per cent, or for 
each household $75.00 per year, or 
$6.25 per month. 

“There is a lot of loose talk these 
days about the Power Trust and the 
Brain Trust. There isn’t any such thing 
as a Power Trust. There can’t be such 
a thing as a Brain Trust for the obvious 
reason it lacks the essential ingredients, 
and can meet the criticism of its men- 
tal poverty only by squawking ‘Well, 
what is your plan?’ If some pyro- 
maniac should at once engage in the 
‘experiment’ of setting houses afire all 
over the city until our little community 
was in the way of being destroyed, I 
suppose we should permit him to con- 
tinue on the theory that he has a plan 
and that we haven’t. However, it hap- 
pens that I do have a plan, and what 
is more, it is the most stupendous idea 
which has been evolved by man since 
Watt cajoled the steam engine into go- 
ing modern with a jittery valve. 

“Let the government select Argenta, 
(and many other cities) as a ‘yardstick’ 
in social service, and take over the food 
stores, thus effectively reducing our cost 
of living, and above all, automatically 
increasing our purchasing power. Just 
think of the repercussion: a saving of, 
say, 20 per cent on the family grocery 
bill. (I love that word ‘repercussion’, 
just as I get a stimulating kick out of 
flirting with statistics and other strange 
and dissolute females.) Just picture the 
home at the breakfast hour, with little 
Johnny and wee Mary and the other 
little Jones’s sitting down with their 
dishes containing not merely a little 
bunch of emaciated kilowatts, but heap- 
ing over with cream of wheat smothered 
in real cream and frosted with sugar; 
and visualize the rosy cheeks, the clear 
skin, the contented little insides, the 
hippity-hoppity legs. Away with under- 


nourishment! Hail the New Deal of 
strong and vigorous children and men 
and women—the magic of inflated pur- 
chasing power. That would be a ‘social 
service’ as is a social service. Let’s 
have a New Authority—the KWXZCp-10 
—to give us ‘planned economy’ in the 
food business; for every single voter is 
a consumer of food. 

“The New Authority would immedi- 
ately reduce these stores from 145 to 
25. It will establish a central ware- 
house, caring for telephone orders, from 
which deliveries will be made by 30 
instead of 150 trucks which now are 
cluttering up our streets by duplication 
of service. The neighborhood stores 
themselves will be Cash-and-Carry. 
Eliminate the 145 proprietors and 160 
of the 200 employees; no taxes; no in- 
surance; no rentals; no profits; no in- 
efficiencies to feed the iniquitous Food 
Trust; no financing at 9.72 per cent to 
the gain of Wall Street and the Money 
Trust. Of that 20 per cent overhead 
the consumer now pays for his gro- 
ceries, he immediately would save at 
least 18. 

“But that is only the beginning. Ap- 
ply TVA precedent and governmental 
coercion policies, the present grocer’s 
cost of the food items on his shelves 
will, under the presidential modifica- 
tion of NRA as applied to Federal sup- 
plies, be at least 15 per cent less than 
he has been paying. About 5 per cent 
of the wholesale cost of goods delivered 
in Argenta is for freight; the govern- 
ment in the Tennessee Valley is moving 
much of its freight at a rate paid the 
railroads of about 33 per cent below, 
the price you and I pay. Likewise, all 
of its literature and advertising goes 
through the mails without postage un- 
der the government franking privilege. 
There will be no expense for and no 
necessity for newspaper advertising 
when mail carriers can be utilized with- 
out cost to distribute bargain day offer- 
ings at every door. 

“There are still many more substan- 
tial savings which will be effected by 
government operation, and they will be 
genuine, without any of that suspicion 


that they had been accomplished by the 
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plain and fancy bookkeeping which at- 
taches to TVA. Unquestionably under 
the benign and talented direction of the 
inspired KWXZCp-10 Authority, the 
people of the country will easily save 
more than enough to place a chipmunk 
and a magpie in every tree in that hun- 
dred mile belt from the Canadian bor- 
der extending south to Texas. 

“Of course, insofar as I am person- 
ally concerned, it is entirely all right 
with me if a lot of people never do eat 
again, but the Constitution seems to 
assume they should at least have the 
privilege of pursuing the idea of eating. 
Under government operation of the gro- 
cery stores, the average family in Ar- 
genta will save not less than $9.80 each 
and every month, which sum it would 
be very difficult for even a Senator Nor- 
ris, with his penchant for cockeyed fig- 
ures, to completely deduct from the 
present family electric bill of $2.50. 

“And so my plan and my platform 
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for the People, for the Forgotten Man 
and for the Average Man and for Every 
Man, are more and cheaper groceries. 
And if there is such a thing as gratitude 
lurking in the withered breasts of the 
citizens of this former Republic, they 
will not fail to rise in their might and 
demand that I, their savior, organize the 
New KWXZCp-10 Authority. And from 
that, who knows—perhaps the United 
States Senate, possibly even . . . What 
a campaign: the torchlight parades, the 
bands, the little (not too little) girls 
with streamers of flowers, the tears of 
joy streaming from the eyes of widows 
—all for Bill Jones, the greatest man 
since Don Quixote. Away! and DOWN! 
with the piffle of the theoretical 40 cent 
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family on its food bill.” 
“Are you trying to tell me,” said the 
Manager disgustedly, “that some of the 
current leaders of public thought are 
suffering from adenoids, or are you try- 
ing to personally demonstrate that ade- 
noids are endemic?” 
“I am not trying to tell you 
such a thing,” said Bill. 
“And so what?” 
“Nothing.” 
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Business Building Brainstorms + + + 


What the Industry needs is a brainstorm to destroy the 
power surplus pest—Arthur Markwart, president, P.C.E.A. 








Winter Inducement 


Rate for Rural Areas 
HE LOAD curve for agricultural 


power in California is very similar 
to the annual temperature curve. April 
usually sees the curve start heavenward 
and, having reached a peak in July or 
August, begin a descent which becomes 
almost precipitous by the end of Sep- 
tember; on reaching an October low it 
maintains that level until April of the 
following year. 

Agricultural power to the electric 
utility is somewhat similar to the rela- 
tion of the “female of the species” to 
mere man.—‘We can’t get along with 
it (at least with too much of it) yet 
we can’t live without it”. There is no 
doubt but that the condition of agri- 
culture at present is largely responsible, 
both indirectly and directly, for the 
“power surplus pest” referred to by 
Mr. Markwart. Why then would it not 
be a wise move on the part of the util- 
ity to make a few overtures to the 
already existing agricultural power cus- 
tomers, providing a means whereby they 
cannot afford to refrain from increas- 
ing their use of power. The character 
of use of power for pumping practically 
precludes greater use by existing cus- 
tomers during the period from April to 
October. However, there are certain 
crops that may be irrigated and profit- 
ably grown in winter, and there is no 
doubt that increased use of power dur- 
ing the winter “low ebb” period would 
be welcomed by most utilities. 

Let us take a look at Mr. J. Farmer, 
the average agricultural power user and 
find out a little bit about his situation. 


1. Although his load factor is not the 
best in the world, he does use substan- 
tial quantities of power. 


2. Economic conditions have laid a 
heavy hand on him, particularly during 
the last few years. 


3. Under existing conditions, he can 
ill afford to increase his production, yet 
in many instances his only hope of sal- 
vation has been to do just that. 

4. He is invariably a chronic kicker 
yet when he prospers he is a good 
spender. 

5. On account of several of the above 
conditions, he has been induced to con- 
sider and in many cases to adopt sub- 


26 


stitutes for electric power in the belief 
that he saves money by so doing. 

It is rather doubtful if a regular rate 
reduction would encourage the use of 
additional power for J. Farmer; he feels 
that he is using all that he can afford 
to pay for as it is. Give him a chance 
to buy substantial blocks of power dur- 
ing the winter “off peak” season, how- 
ever, and the chances are great that he 
would seize the opportunity to use it 
extensively if the cost were to be kept 
in line with the value of the crops he 
might grow. He cannot now afford to 
grow winter feed because he can buy 
it cheaper from his neighbor who is a 





$50 Reward 


for Brainstorms 


Fifty dollars in awards to 
those Davids who have the best 
brainstorm for destroying the 
Goliath, surplus power, that is 
pestering the electrical indus- 
try! 

This offer has been made 
by the Pacific Coast Electrical 
Assn. for the three best real 
business building ideas pub- 
lished in ELECTRICAL WEST 
during the six months Octo- 
ber 1, 1934 to April 1, 1935. 
Ideas will be judged by a com- 
mittee composed of the presi- 
dent of the association, the 
chairman of the Business De- 
velopment and Operating 
Economics Section and _ the 
Editor of ELECTRICAL 
WEST. The opinion of the 
committee will be final in 
awarding $25 for the best idea 
submitted, $15 for the next 
best and $10 for the third 
best. In addition ELECTRI- 
CAL WEST will pay $2.50 for 
each idea considered worthy 
of publication by the editors. 


Suggestions preferably 
should be under 400 words, 
may be published under nom 
de plume, and should be sent 
to the Editor, ELECTRICAL 
WEST, 883 Mission St., San 
Francisco, Calif. 








dry farmer. The winter cover crop in 
the orchard and vineyard has almost 
disappeared, perhaps because J. F., due 
to the uncertainty as to what his crop 
will bring, has developed an economy 
complex from which he refuses to be 
separated. 

Quite likely such a “lower rate offer 
for winter use” would result in benefits 
to not only J. F. but to his power com- 
pany as well, these benefits might be 
along the following lines: 


1. Heavy winter irrigation of trees 
and vines would tend to reduce summer 
system peaks. (Desirable from an oper- 
ating standpoint.) 


2. Use of power in winter, in addi- 
tion to summer use, means increased 
revenue for the utility, yet the value of 
crops raised would be more than enough 
to justify irrigation costs. 


3. If J. F. is already a substantial 
user of power he would at least recog- 
nize such a rate gesture as being given 
in recognition of his value to the utility 
as an existing customer. (Result—bet- 
ter customer relations). 


4. Additional use of power results 
in lower unit costs of power; power 
costs per crop unit being likewise re- 
duced. (Again improved customer re- 
lations). 


5. With lower unit costs J. F. has a 
chance to increase his margin of profit, 
good salesmanship can induce him to 
use that little “extra money” to pur- 
chase additional appliances for his 
home. 


6. Substitutes for electric power 
would cease to be a problem; the re- 
sulting lower power costs would lend 
very little encouragement to engine 
salesmen. (Utility investments already 
made would be safeguarded). 

Whether or not the reduction in rate 
for winter use is an answer to the power 
surplus question is a point for consid- 
eration of executives of the industry; 
it would seem, however, that it would 
be sound economy to use lines and gen- 
erating equipment, at present practical- 
ly idle from October to April, to de- 
liver power to a market which is now 
dormant because the prevailing winter 
rate for pumping is higher than the 
average farmer feels he can afford to 
pay.—Jay Bee. 
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To Make Cold Hotbeds 
Large Energy Users 


AST spring I had the opportunity of 
installing an electric hotbed for a 
florist friend who grows part of his own 
flowers. He wished to start some early 
seedlings and would not use the bed for 
more than two months, so we arranged 
a cheap temporary installation of about 
900 watts capacity, and plugged it into 
his house circuit. 

About the same time there was a leaf- 
let sent with his bill extolling the ad- 
vantages of electric hotbeds, with an in- 
vitation to investigate. We investigated! 
Was there a rate applying to our case? 
Certainly there was! After studying 
the rate book for about an hour the 
agriculture engineer dug out a heating 
rate for us. It required a separate 
meter from the house, and would not 
be installed for less than a 6-month 
period. The first 150 kw.-hr. per month 
cost 3 cents per kw.-hr. and all over 
2 cents, with a $3.00 per month mini- 
mum. 


Of course this did not apply in our 
case, so there was nothing to do but 
plug into the lighting circuit at a 
straight 5 cents per kw.-hr. After watch- 
ing the meter a few days, he cut off 
the hotbed in disgust and let nature 
take its course. 


Here was a good prospect for a most 
desirable load nipped in the bud. At 
my own home where I have a range, and 
can therefore count on a 2-cent rate, 
for the additional load, it cost about 
$2.00 a month to run a 3x6-ft. bed 
(possibly kept too warm). This is too 
high to make the starting of vegetable 
plants and the more common flowers 
profitable. 


The same “disgusted florist” would 
like to bring certain flowers into bloom 
during the winter months, when prices 
are high. By covering the field with 
cloth and perhaps using smokeless or- 
chard heaters he could prevent them 
being frosted, but can get satisfactory 
growth only with a warm soil. We 
estimated the cost of installation and 
operation of soil heating cable in a 
small experimental plot, but the fig- 
ures were not promising. Even at 0.8c 
per kw.-hr. for a large consumption 
after certain minimums are paid, about 
the best rate our agricultural expert 
could find, the ground would have to 
produce better than anticipated to be 
profitable. 


Here is a very desirable load, coming 
on in the winter months when there is 
very little agricultural pumping, mak- 
ing its heaviest demand in the small 
hours of the morning when almost 
everything else is off, inexacting in volt- 
age requirements and being tolerant of 
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interruptions of perhaps as much as an 
hour; but it is a load which must be 
carried at a low rate if it is to be de- 
veloped at all. The only cost of these 
additional kilowatt-hours is the cost of 
generating them, certainly very low. 
Why can’t the rate be made to corre- 
spond? Soil heating gives promise in 
the warmer parts of California for a 
very large use among vegetable, berry 
and flower growers. Let us develop it 
and not confine these new ideas to a few 
nurserymen who start rare and difficult 


plants.—V. E. L. 
* 


An Electric-Steam 
Boiler For Garages 


T occurs to me there should be a very 

good possibility for the sales of addi- 
tional kilowatt-hours to garages for the 
purpose of steam cleaning, providing a 
small compact and complete steam pro- 
ducing unit could be developed. 


I have in mind a small 30 or 40-gal. 
high-pressure boiler equipped with a 
750 or 1,000-watt heating unit, the tank 
to be well insulated and equipped with 
steam pressure gauge, safety valve and 
water glass. A steam hose could be 
used for the cleaning job. The unit 
could be built to sell complete with 
nothing required but to tap a water sup- 
ply and to plug into an outlet. It might 
be possible to make the unit portable 
within the garage by mounting it on 
wheels and making the water connection 
easily connected or disconnected. It is 
my opinion that such unit operating 
at high pressure would furnish ample 
steam for the average garage and at a 
nominal cost if served on a low flat 
rate, or on an off-peak schedule. 


Everyone knows the problem of clean- 
ing confronted by every mechanic. 
Steam could be used for cleaning en- 
gines, chassis, floors and benches. A 
suitable space could be provided with 
racks on which parts could be cleaned. 
In winter steam could be used for 
thawing radiators, cutting snow and ice 


from fenders and many other such uses. 
—Geo. W. Turner. 


Pots and Pans Control 
Electric Range Efficiency 


INCE the gas range has been made 

automatic, there are only two ways 
in which the electric range excels (and 
why should we fool ourselves about it? ) 
—the freedom from fumes and the 
greater efficiency. The unhealthfulness 
of gas fumes has never been driven into 
the public conscience. But to take up 
the second point, how many women 
really appreciate the much less heat 
given out into the room by an electric 





range, or in other words, the greater 
efficiency in the application of the heat? 
This partly offsets the lower cost of gas. 


A pretty good job has been done with 
insulating the oven, if the oven door 
only fit a little better; but nine-tenths 
of the cooking is done on the surface 
units and they are not even insulated 
on the under side. However, aside from 
the design of the range, a very simple 
thing will increase the efficiency—pots 
that fit the top “burners”. Kettles too 
small or with rounding or uneven bot- 
toms that do not make contact with the 
heating unit waste much heat that only 
serves to warm the room. The average 
housewife has more cooking utensils 
that do not fit than ones that do. 

Here is a selling idea—supply, as a 
bonus or at a special discount, a set of 
utensils large and small covering all 
ordinary use and that are really correct- 
ly designed for the work, with each 
range that is sold. This should even 
be extended to the oven pans. How 
often a woman blames a too small oven 
because two pies or other pans will not 
quite go in, when the pans could just 
as well be a half-inch smaller. These 
could also be sold to present users of 
ranges, perhaps taking their old pots in 
exchange, as a very good method of 
keeping them sold. What is the matter 
with pots with lightly insulated sides 
and covers, not enough to make them 
clumsy, but to make them more suited 
to their use?—V. E. L. 


Guaranteed Bill to 
Promote Appliance Sales 


O ENCOURAGE low income fam- 

ilies to invest in electrical appli- 
ances why wouldn’t it be a good idea to 
have the utility guarantee that the 
monthly electric bill would not be in- 
creased during the term of contract of 
purchase for the appliance? Many fam- 
ilies now are living on a strict budget 
basis and, while the few dollars neces- 
sary for payments on a range, refriger- 
ator, or washing machine might be 
squeezed out, the fact that the prospect 
fears a substantially higher electric bill 
in addition often prevents a sale being 
made. 

It would seem that the cost to the 
utility of such a proposition would be 
justified by its real promotion of appli- 
ance sales. Wouldn’t it be better busi- 
ness to give the customer a tangible 
benefit of real value as a sales mover 
than to spend an equal amount in ad- 
vertising or other ways trying to per- 
suade her to buy? In these days an 
appeal to the pocket-book is a powerful 
sales tool—H. W. Abrahams and A. A. 


Brown. 
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Rural Load Building + + + 


Air Conditioning for Fruit 
Storage Plants 


Sor the fruits, particularly those 


of the citrus variety, in order to 

take full advantage of market 
conditions, involves the problem of 
maintaining their qualities as found 
when freshly picked. Proper condition 
of temperature and humidity of the air 
in fruit storage plants not only is a 
paramount necessity but an excellent in- 
vestment as the following analysis of a 
lemon storage plant will show. 

Fruit is stored in a basement con- 
taining approximately 300,000 cu. ft. 
and which has a normal capacity of 
60,000 field boxes of lemons or a 
total of 3,000,000 Ib. of fruit. As 
far as can be ascertained, a maxi- 
mum temperature of 55 deg. F. and 
a relative humidity of 90 per cent will 
give the best conditions for lemon stor- 
age with a COz2 content not to exceed 
0.5 per cent in the storage room. The 
COz content is an indicator of the 
amount of volatile esther, probably an 
ethyl acetate, which tends to cause 
breakdown in the fruit. Therefore it 
is important that air circulation be 
maintained by mechanical or natural 
means throughout the entire day during 
the summer and during the night in 
winter. When outside conditions pro- 
hibit natural ventilation, mechanical 


" means must be employed, namely, a 


blower, exhaust fan or water spray to 
provide this circulation. 

The capacity of the refrigeration plant 
for this storage area is dependent upon 
the amount of fresh air introduced un- 
der the worst atmospheric conditions. 
If ventilation is maintained throughout 
the 24 hours of the day, this will have 
the effect of reducing the size of the 
refrigeration plant required. For in- 
stance, if ventilation is provided only 
at night in the summer time the size of 
the plant would be around 200 hp., but 
if ventilation was maintained continu- 
ously 24 hours a day a 110-hp. plant 
would suffice. 

It is extremely important that the 
compressor plant be housed separately 
from the storage plant since in some 
cases the refrigerant would have a dele- 
terious effect on the fruit. Ammonia 
fumes are stated to cause rapid break- 
down of the fruit and any leakage of 
ammonia through the cooling coils into 
the water spraying supply would, of 
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course, tend to introduce ammonia 
eventually into the storage room. 
Lemons have been successfully held 
4 or 5 months in storage with a rela- 
tive humidity of 90 per cent. In con- 
ditioning the storage plant it is im- 
portant that the humidity in the air is 
not obtained in part at the expense of 
the water content of the lemons them- 
selves. From economic considerations 





Calculated Costs for Citrus 

Plant Installation to Provide 

Proper Atmospheric Condi- 

tions Which Will Retard De- 

terioration of Fruit and Pre- 

vent Shrinkage and Loss of 
Weight 





it would appear that a combination of 
water spray to the incoming air and 
some subsidiary means of introducing 
moisture directly into the packing room 
should be employed, providing that 
proper precautions are taken to elimin- 
ate condensation on the fruit. 

To eliminate the causes of break- 
down it seems probable that ventilation 
shoald be maintained througnout the 
24 hours of the day and that at least 
25 per cent of the fresh air be intro- 
duced at all times. More fresh air 
would probably be beneficial to the 
fruit, but whether this would be eco- 
nomical or not remains to be proved. 
In providing ventilation, care must be 
taken that the velocity of the air is not 
so great that a drying out effect is 
produced on the fruit where the incom- 
ing air impinges on it. 

As far as can be ascertained, the 
temperature of the room should be 
maintained between 50 and 55 deg. F. 
and should there be any danger of the 
temperature dropping below 50 deg. 


some auxiliary form of heating the 
water should be provided. The storage 
room should be made as tight as pos- 
sible, as leakage of outside air would 
seriously interfere with proper condi- 
tioning. 

As far as can be ascertained under 
today’s prices, a guaranteed installation 
by a reputable firm for a 100-hp. stor- 
age plant of this type would cost be- 
tween $20,000 and $25,000 installed. 

It is extremely difficult to estimate 
the power requirements. However, the 
figures in Table I have been set up as 
the lower and upper limits for operat- 
ing costs, depending of course on the 
outside weather conditions and _ the 
amount of fruit in storage. 

Water is estimated to cost $100 a 
year. Maintenance on the plant is fig- 
ured at 2 per cent or $500 a year; oil 
and supplies, $150 a year and one 
charge of refrigerant per year, $150. 
Labor charges, estimated to amount to 
4 hours a day and 4 hours at night, at 
$5 a day for 200 days during the year 
would give an extra labor charge of 
$1,000 a year. 

Fixed charges on a plant of this type 
have been calculated on an economic 
life of the equipment of 10 years with 
straight line depreciation. With depre- 
ciation at 10 per cent, the annual inter- 
est charge at 3 per cent a year (half 
of 6 per cent over a 10-year period) 
and 1 per cent for taxes and insurance 
would give a total fixed charge of 15 
per cent per year, which on $25,000 
would amount to $3,750 a year. 

The tabulation cf the annual operat- 
ing charges would then be as follows: 


Fixed charges 15 per cent....$3,750 


oe nerd isaac ihiieed 2,500 
NE ih Sol ridin kb bmees 100 
Maintenance ....................------ 500 
Oil and supplies.................... 150 
RMN sss 150 
NN ila ie eaniectaets 1,000 

TN ie aig ila ks dsb $8,150 


Assuming that there is no turn-over 
in the capacity of the storage room and 
that only 30,000 packed boxes are held 
throughout the season, this would give 
a total cost of 27 cents per box per 
year. 


Table I—Maximum and Minimum Power Consumption 














Maximum Minimum 
Hp. Demand Kw.- hr. Cost Kw.-hr. t 

eee... ekindaGe cbt pscehede 80 21,000 $ 270 20,000 $ 260 
BI, 5 o wads ence mseeeekeneae 89 21,000 270 20,000 260 
PND. So cases's Vidasth tuetaee 80 21,000 270 20,000 260 
EE 5.2 caxbhinnct tama 80 21,000 270 20,000 260 
BEES nccnce sc $iEbRESIS See dee 100 40,000 410 28,000 328 
NR aac o ona kk hein ce aRin o omeeke 100 40,000 410 28,000 328 
DD ncn sian bs aeSebbnateee care 100 52,500 500 28,000 328 
BE ncbarheccchvuupesweeas <0ae 100 52,500 500 28,000 328 

ERR dt dacepesnbensets 269,000 $2,900 192,000 $2,352 


Electrical W est — Vol. 74, No. l 





OT NE SS Ee 


Qa8 6 





er 
nd 
Id 


ive 





Maintaining a high humidity will re- 
sult in a larger size of fruit being 
packed and a net gain in the weight of 
the product sold. Furthermore, main- 
taining proper temperature and humid- 
ity should result in the prevention of 
decay and result in a large monetary 
saving by putting a more valuable pro- 
duct on the market. Should the ben- 
efits of storage result in an extra profit 
being realized of at least $1 per box 
on the 30,000 boxes, this would more 
than return the capital investment of 
$25,000 and the operating cost, exclu- 
sive of fixed charges, of $4,400 in the 
first year. 
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C. R. E. A. Holds Seventh 
Rural Electric Conference 


With a record attendance of 73, the 
seventh annual rural electric confer- 
ence sponsored by the California Com- 
mittee on the Relation of Electricity 
to Agriculture was conducted by the 
agricultural engineering division of the 
University of California at Davis, De- 
cember 3-5, 1934. Those attending the 
conference included rural salesmen and 
pump test crews of the California util- 
ities, manufacturers, and farm mechan- 
ics high school teachers. 

Lectures and discussions led by mem- 
bers of the University staff covered a 
wide variety of subjects relating to 
rural electrification. These included the 
application of fans and blowers to agri- 
cultural uses, the effect of light on plant 
growth, miscellaneous farm uses of elec- 
trict heat, stationary spraying, control 
of insect pests with light and electric 
motor applications. One full day was 
devoted to irrigation and pumping. 

Featured this year was a course of 
study designed to develop the concep- 
tion that the rural power salesman 
renders the farmer a well-rounded en- 
gineering service which has as its basis 
the reduction of costs and the increas- 
ing of profits for the farmer. 


Incandescent Lamps 
Speed Flower Blooming 


Electrical heating of greenhouses is 
not new; but results recently announced 
by Dr. Francis Ramaly of the Univer- 
sity of Colorado faculty demonstrate a 
novel application of electric lighting in 
horticulture. 

Dr. Ramaly used ordinary incandes- 
cent lamps of 100 to 200 wattage to 
supplement normal sunlight for fifteen 
hours each day in experiments with 100 
varieties of flowers. Larkspur bloomed 
in ninety-one days, compared with 135 
days normal; chrysanthemums bloomed 
thirty-six days sooner, and sweet peas 
blossomed in seventy-two instead of 92 
days. 
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When Competition Failed 


me hy 
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Engine competition has been a serious threat to the electric pumping load 


in many California farming sections. 


Fire hazard is a point frequently over- 


looked when an engine replaces an electric motor. Thinking that savings 
were possible, this farmer substituted an engine for a motor with the disas- 
trous consequences pictured above. The fire resulted in a loss of approxi- 
mately $3,000. Incidentally the motor was rewound and put back into service 





Electric Heater Supplies 
Water for Poultry House 


An adequate supply of hot water for 
washing water fountains, feed hoppers 
and occasionally for feed mixing is a 
necessity around a poultry house dur- 
ing the brooding season. Puget Sound 
Power & Light Co. rural electrification 
experts recently solved this problem in 
a novel manner for a poultryman on the 
lines of that company. 

This particular customer broods about 
40,000 chicks per year. About 50 gal. 
of hot water was required daily. In 
providing this hot water a 50-gal. 
wooden barrel was used. A 1,000-watt 
hairpin type heating element was in- 
serted in the barrel through a hole 
bored two inches from the bottom. As 
a coyer a large piece of canvas was 
used which covered the sides of the bar- 
rel as well. 

The installation was made on Feb. 15 
and kept in operation until June 16. 
Energy used was 1,227 kw.-hr. The 
heater was manually controlled and 
earned the regular farm metered rate. 
The usual procedure of operation was 
to fill the barrel with water in the eve- 
ning, turn on the heater and allow the 
installation to run until morning, at 
which time the water was sufficiently hot 
for the poultryman’s needs. 

Commenting on the installation, J. 
C. Scott, Puget Sound agricultural en- 
gineer, says, “This poultryman was well 
satisfied with the economy of this in- 
stallation. It occurs to us that there 
are many other instances where the 


farmer can be helped with economical 
installations which will materially as- 
sist in making his work easier and at 
the same time increase farm load.” 
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Farmers Encouraged to 
Apply for Housing Loans 


How the farmer may benefit from Na- 
tional Housing Act loans is described 
in a large four-page folder sent to all 
rural power custcmers of the Southern 
California Edison Co. Stating that the 
loans “offer an opportunity to farmers 
to electrify for better profits, modernize 
with electric labor-savers and recondi- 
tion present electric equipment” the 


W Please send me a free copy of the Government booklet 


“How to Benefit through the National Housing Act.” 





Also, | am considering purchase or addition to present electric equipment as 
checked below and would like any information regarding same that will be 


of help 


O Broder 0 Fruit Dryer 

O Incubator O Irngauon Pump 
CO Lighung O Malling Machane 
CO Water Heater OO Separator 


Name 


Address 


Return postcard sent with folder 

on National Housing Act loans to 

farmers on the lines of the South- 
ern California Edison Co. 


folder covers a variety of electrical ap- 
plications which qualify for loans under 
the terms of the act. 

The folder offers to send free a copy 
of a booklet giving facts about National 
Housing Act loans and includes a self- 
mailing postcard for this purpose. 
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Cooperation on Parade + + + 


[ Forecast of forthcoming cooperative merchandising activities, and review of activities ] 
in progress or completed, a summary of cooperation at work throughout the West 








Cooperative Drive Clears Trade of 
Christmas Appliance Stocks 


ANTA CLAUS came early to all 

those who participated in the Rocky 
Mountain Electrical Assn. Sales Rally 
program—and he stayed late. Christ- 
mas buying began early in October and 
reached a crescendo about ten days be- 
fore Kris Kringle was due to slide down 
chimneys in Colorado, Wyoming and 
New Mexico. 

The 1934 Yule season is the first that 
reflected a full year’s united effort be- 
hind R.M.E.A.’s cooperative business re- 
covery drive. One year ago, with only 
three months’ “spade work” among elec- 
trical industry members in the Rocky 
Mountain region, the association pro- 
motional efforts brought a_ startling 
wave of buying of electrical goods be- 
ginning about one week before Christ- 
mas. This year, equipment in the ware- 
houses of jobbers and distributors be- 
gan to move long before the football 
season reached its height. The move- 
ment continued unabated, reflecting the 
acquisitive spirit of customers whose 
purchases denuded the shelves of deal- 
ers in electrical appliances. 

So great was the public demand for 
things electrical that the Electrical 
League of Colorado was forced to place 
its orders for prizes—to be awarded in 
the Denver Christmas Lighting Contest 
—two weeks before Christmas (and 
then George Bakewell Jr. manager, com- 
mandeered five of the six food mixers 
that remained in the jobbers’ stocks). 

Dealers, jobbers and factory represen- 
tatives, alike, were cautiously comment- 
ing, in mid-December: “If this keeps 
up, it will be like 1928.” It did keep 
up. Re-orders became the order of the 
day for dealers; telegrams to factories 
for additional feod mixers, waffle irons, 
toasters, percolators and coffeemakers, 
washing machines, even electric re- 
frigerators were commonplace among 
wholesalers-who were sold out. 

This remarkable activity was a defi- 
nite result of concentrated promotional 
labor that began with a definite pro- 
gram set up to synchronize sales cam- 
paigns of all dealers on certain appli- 
ances at definite seasons. 
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1. Electri-Gram, issued semi-monthly 
by R.M.E.A. was a bulletin that kept 
all branches of the industry in three 
states fully informed of present and 
future plans. Factory men and jobbers 
used it as a sort of “bible” when visit- 
ing the trade. 

2. Electri-News issued jointly by 
R.M.E.A. and Electrical League of Col- 


orado, was distributed among potential 





G. B. BUCK 
Wins Cooperation Award 


customers to stimulate “electri-con- 
sciousness” which built substantial bus- 
iness at all seasons. 

3. The Women’s Committee, mobil- 
ized 2,500 strong among feminine em- 
ployees of electrical merchandisers in 
and out of R.M.E.A. began its Christ- 
mas crusading back in October. 

4. “Give Something Electrical For 
Christmas” sign boards, banners, post- 
ers, stickers and wreaths made their 
appearance in public places during late 
Fall. 

5. Electrical League’s Christmas light- 
ing contest in Denver caused a rush for 
colored Christmas tree sets (and the 
multiple light strings displaced those 
connected in series); flood lights and 
other types of electrical ornaments. 

Electrical League and R.M.E.A. head- 
quarters in the Gas & Electric building, 
Denver, were overrun throughout all of 
December by citizens clutching copies 
of Electri-News, asking: “Where can I 


get this—” pointing to some gift sug- 
gestion illustration; asking advice on 
home electrical displays; requesting 
help on unique designs. 

At the last R.M.E.A. meeting before 
Christmas a score of letters from all 
points in the Rocky Mountain region 
were cited: “Unprecedented electrical 
business;” “putting additional clerks to 
work to handle Christmas trade”; 
“never before sold so many radios,” 
etc. George E. Lewis, executive man- 
ager of R.M.E.A., reported that an 
effort to illuminate a certain portion of 
Denver’s city park met with failure be- 
cause no floodlights were available, nor 
could they be borrowed. Christmas 
lighting contests, inspired by the one in 
Denver, were reported in correspond- 
ence from a dozen localities which 
never were interested previously. 

6. Cooperative advertising was used 
in a big way. Newspapers, pamphlets 
and a pre-Christmas Shopper’s Guide 
were a few of the media that supple- 
mented billboards and posters. 

Until the January inventories were 
made, members of the electrical indus- 
try in Colorado, Wyoming and New 
Mexico will not know the full extent of 
Santa Claus’ contributions to their well- 
mended and serviceable stockings. Cer- 
tain it is that he has been generous. 

Gaylord B. Buck, R.M.E.A. president, 
recipient of the 1934 McGraw medal, 
declared: “This is only the beginnin’. 
The association has a 1935 program in 
the making that will do things and take 
us places.” 


Buck Wins McGraw 
Cooperation Award 


AYLORD B. Buck’s slogan “You 
can’t economize yourself out of 

the depression,” translated into action. 
won for him the 1934 James H. Mc- 
Graw medal “for outstanding contribu- 
tion to the advancement of the electrical 
industry and the service of the public.” 
Mr. Buck is general commercial man- 
ager of the Public Service Co. of Colo- 
rado, and president of the Rocky Moun- 
tain Electrical Assn. for the second con- 
secutive year. His promotional activity, 
called Sales Rally and sponsored by 
R.M.E.A. on a comprehensive scale, 
developed business and brought the 
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The personal note given by the 
‘scribbling’ in the broadside of 
the company, as described in the 
accompanying article, attracted 
more readers to the text of the 


broadside itself 
= 


electrical industry of Colorado, Wyo- 
ming and New Mexico out of the dol- 
drums during depression’s darkest 
hours. In formulating his program he 
insisted that dealers, utilities, specialty 
stores and others handling electrical 
equipment must “sell their way out.” 

First concrete evidence of the plan’s 
success was the 1933 result of Christmas 
merchandising which exceeded all pre- 
vious records. Throughout 1934 no 
week passed that was not “consecrated” 
to several intensive selling projects that 
focused public attention on electricity 
and electrical merchandise. Each ag- 
gressive sales movement saw all 
branches of the industry in R.M.E.A. 
territory working hand in hand under 
Mr. Buck’s leadership. 

The Domestic Electric Institute and, 
more recently, the Commercial Lighting 
Institute at Public Service Co. of Colo- 
rado are attributable to Mr. Buck’s un- 
tiring efforts. Perhaps his greatest 
achievement was harmonizing various 
hostile elements within the industry, 
causing them to operate as a unified 
whole. How well this was done is de- 
scribed in another column describing 
the results of the Christmas Sales Rally. 


Pacific Power & Light 


Resumes “‘Bulletin’’ 


FTER a lapse of three years the 

Pacific Power & Light Co. has 
again started publication of its company 
“Bulletin,” which is sent to all em- 
ployees and others interested in the 
company’s growth. John Dierdorff is 
editor and George T. Bragg is associate 
editor. 

The Bulletin is modestly printed on 
news stock. It carries a large assort- 
ment of news of the company’s activi- 
ties, especially featuring its sales cam- 
paigns. To quote from the editorial in 
the first revised issue,“ Properly enough, 
the revived Bulletin will devote major 
attention to commercial activities. It 
will serve as a medium for disseminat- 
ing information that will facilitate the 
carrying out of our sales program, and 
will endeavor to present as much per- 
sonal news about members of the Pacific 
company family as the limitations of 
space will permit.” 

The November issue reports on the 
results of the “stratosphere flight” sales 
contest between the various districts, 
showing 111.4 per cent of quota ac- 
complishment. 
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Personal Note Gives Dealer Radio 
Advertising Special Effectiveness 


EALER cooperative newspaper ad- 

vertising is widely used, but San 
Joaquin Light and Power Corp. has 
started something new with a series of 
dealer cooperative radio programs 
which have proved to be effective sales- 
men for the dealers. 

Most dealer cooperative advertising 
lacks sales-closing punch because of the 
impossibility of quoting definite prices 
and using a one-store signature, but 
the San Joaquin Power advertising de- 
partment, which writes the broadcasts, 
has found a way to surmount this ob- 
stacle and retain most of the selling 
punch. Dealer names and, in many 
cases, prices are written into the script. 

The programs are 15 minutes long, 
feature May Layton, home economist 
for the company, and are broadcast on 
Tuesday and Thursday mornings from 
KMJ, Fresno. And while they were 
inaugurated to show customers how to 
use appliances in other ways than those 
for which the appliance es originally were 
designed, there is definite proof that the 
broadcasts have sold new appliances 
right out of the dealers’ windows. 

Since there are hundreds of dealers 
in the many towns covered by the 
broadcasts, it would be impossible to 
give each a fair “plug” without endan- 
gering the popularity of the programs, 
so only Fresno dealers are mentioned at 
the present time. The modus operandi 
is simple: The dealer names were di- 
vided into groups, each group to be 
covered in one program. Thus, when 
Miss Layton talks about coffee makers, 
she casually mentions the names of two 
or three dealers where coffee makers 
can be bought. Miss Layton’s message 
creates the desire of possession, and 
the mention of the dealers offers the 
closing punch. 

The newspaper advertisement which 
precedes the radio program is composed 
of a series built around a man and his 





wife. Then these two appear on the 
air with Miss Layton every Thursday. 
The ad appears on Tuesday, and the 
Thursday broadcast enlarges upon the 
message contained in the advertisement. 
In this way the radio is used to human- 
ize the advertisements, and the adver- 
tisements get more attention because 
of the radio dramatization. 

As an illustration of how the plan 
works, the following case is typical: 
One ad shows the two characters buy- 
ing electrical gifts; on the following 
Thursday, the radio program was a 
dramatization of the shopping tour, 
with the mention of some appliance 
which every dealer was displaying in 
his window. One dealer, whose “plug” 
was a comment upon an urn set he was 
showing, sold four sets during the day. 
A comment on the new biscuit baker 
jumped sales and inquiries in a phe- 
nomenal manner; Miss Layton has giv- 
en coffee makers a great deal of atten- 
tion, and dealers say that they are hav- 
ing a hard time keeping enough in 
stock. 

Letters and comments show that Miss 
Layton’s messages on new ways to use 
appliances are finding willing ears. In 
this way the utility hopes to sell its 
offer of one-half off on extra electri- 
city” and to increase domestic con- 
sumption, because the one obstacle to 
the success of the offer is the belief of 
many customers that they are using 
their appliances as much as they can, 
and that they will have to buy new ap- 
pliances to take advantage of the cheap 
electricity. 


Scribbling Peps Broadside 


To further this same idea that there 
are many ways in which customers may 
still use more electricity and take ad- 
vantage of the half-off offer, a clever 
broadside has been sent to all domes- 
tic consumers of the company. This 
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would be just an ordinary, although 
especially well written, mailing piece, 
one of hundreds received by the home- 
maker, except for one special feature. 
Printed in brown ink on a buff paper, 
there are blue ink scribbles over the 
face of it. Certain items are underlined, 
others checked as in agreement or no- 
tation of what the real meaning is. 
There are notes in the margin as though 
reminders that certain suggestions in 
the main text can be applied to per- 
sonal friends of ones acquaintance. 

These “notes” are printed, of course, 
but because of the hand scribble effect, 
attract immediate attention. One post- 
master even thought they were written 
on by hand and hence wanted to rate 
the mailing piece at a higher class mail- 
ing rate. The reaction that has come 
in from this broadside, however, has 
been universally favorable. The scrib- 
bling has evidently had the effect of 
gaining greater per cent of readership 
among its recipients. Singularly too 
it has seemed to hit actual personal re- 
actions in a great many cases and 
caused the message to be taken to heart 
and to action. 

While this broadside too, was de- 
signed to aid users of electricity to 
visualize how to use the appliances 
already owned more, it made sug- 
gestions that electrical gifts were espe- 
cially timely this year, and paved the 
way for many sales of new appliances 
for the dealers in the company’s terri- 
tory. 


Lighting Coach Host 
To Record Crowds 


XTRAORDINARY results were ob- 

tained by the San Joaquin Light 
and Power Corp. with the home light- 
ing coach, fitted up by the Valley Elec- 
trical Supply Co. and sent on a tour of 
the entire company system during the 
past two months. In thirteen cities 
where the coaches remained for several 
hours in each, 3,453 consumers were 
registered as visiting the coach. 

Electric dealers were especially inter- 
ested and one even visited the coach six 
times within a day. Dealers examined 
each of the lighting fixtures and in- 
spected its equipment, absorbing all in- 
formation having to do with proper 
lighting from approved equipment, the 
better to make use of it in their own 
selling of such equipment. Pamphlets 
and information regarding proper home 
lighting were distributed both to deal- 
ers and to the public who visited the 
coach. 

Mrs. Adele Randall, supervisor of the 
Home Lighting Division, was in charge 
of the coach throughout its tour. A. H. 
Macknechie accompanied the lighting 
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coach and worked out the local arrange- 
ments with dealers and the press. 
Schools, clubs and other organizations 
along the route of the coach requested 
talks from Mrs. Randall. Some schools 
even took numbers of the copies of the 
little booklet on “Seeing” to be used as 
textbooks by the pupils of the schools. 

Dealers in the area have become 
aroused to the possibilities for sales of 
the I.E.S. approved types of lamps and 
fixtures, especially with the incentive of 
the “half off for extra electricity” which 
the power company is featuring. 


Utah Teachers Taught 
Good Lighting Needs 


HE national movement for eye- 

sight conservation was brought to 
the attention of nearly 5000 school 
teachers attending the annual Utah Edu- 
cation association convention by the 
Utah Power & Light company recently. 
The meeting was held in the Hotel Utah, 
Salt Lake City. 

New developments in the illumination 
science were demonstrated by an at- 
tractive exhibit, 15x9 ft., erected on the 
floor of the convention hall. Emphasis 
was laid on proper school room and 
home lighting, with additional stress on 
the social and physical benefits to ac- 
crue to children through better illum- 
ination. 

The better lighted school room story 
was demonstrated by an application of 
the automatic features of the photo-elec- 
tric cell in one section of the exhibit. 
Two attendants were kept constantly 
busy for three days explaining in detail 
the new developments. 

The exhibit was designed by the light- 
ing service bureau of the company and 
erected by the art department under di- 
rection of John Evans and Louis B. 
Gawan, supervisor, commercial sales. 

The Salt Lake Telegram had this to 
say of the exhibit: 

“One of the most interesting and edu- 
cational exhibits at convention head- 


Exhibit used to acquaint Utah 
teachers with the need for ade- 
quate school room lighting 


quarters was the Utah Power and Light 
company exhibit, showing correct light- 
ing for a schoolroom and at home.” 


Pasadena Chamber of 
Commerce Sponsors Light 


ASADENA, Calif., Chamber of 

Commerce has joined the national 
campaign to promote “Better Light- 
Better Sight” in the interest of eyesight 
conservation. 

Frank M. Brooks, president of the 
chamber, has announced a committee to 
conduct the Pasadena drive as follows: 
F. B. Nightingale, well known illum- 
inating engineer, chairman; Dr. Russel 
E. Simpson, R. W. Sorensen, B. F. De- 
lanty, Arthur Heimann, C. A. Rowley, 
W. B. Wilkinson, Dr. W. T. Delphey, 
Capt. Lynn Harrison, Bailey W. How- 
ard, Courtenay Monsen, Dr. J. H. Mc- 
Kellar, Dr. Henry J. Kaa, E. C. Fra- 
zier, W. B. McNulty, Henry F. Bliss, 
H. L. Gianetti, Mrs. Harold H. Hahn, 
Kathleen D. Loly, Gladys Smith and 
Paul Schwenzfeier. 

Included in the plans for the Pasa- 
dent campaign are: 

(1) The organization of a Pasadena 
Better Light-Better Sight Bureau includ- 
ing representatives of all interested pro- 
fessional and commercial groups. (2) 
The preparation of extensive lecture 
material, radio program material and 
the like. (3) The design of display 
material, newspaper mats and explana- 
tory literature. (4) Lectures by 
trained speakers. 

As the result of the campaign it is 
believed that electric manufacturers 
will sell more lamps for schools, homes 
and factories; utilities will sell more 
power; paint people will profit by the 
agitation for more and better light re- 
flecting surfaces and the optical group 
in its turn will benefit by demands for 
more eye examinations. 
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Edison Offers Dealers New 
Financing Plan 


ETERMINED to remove every 

sales obstacle in the path of the 
electrical dealer in order that he may 
sell more electrical merchandise, the 
Southern California Edison Co., Ltd., 
has just announced a new financing 
plan with unusually beneficial features. 
Through the extension of an arrange- 
ment with the Commercial Investment 
Trust Corp., which it has had for the 
past several years, this utility now offers 
to dealers a financing plan for the 
ranges, water heaters and refrigerators 
sold by them which brings financing to 
an unusually low cost to ‘the dealer. A 
new rate chart has been announced with 
two improvements over the previous 
charges made. 

The new chart makes charges of only 
about half of those of the previous rate. 

Further, it offers more extended terms 
—up to five years on ranges and water 
heaters. “This is the most favorable 
rate chart we have ever had,” says 
Henry C. Rice, manager, merchandising 
department, in making the announce- 
ment. 

The new low rates and extended 
terms are available to any merchant 
selling electrical appliances providing 
he has a sales room, adequate display, 
sales force, service department and 
makes monthly reports. 

The plan is available to merchants, 
both electric and not exclusively elec- 
tric; the latter qualifying if he main- 
tains at all times a prominent display 
of at least four electric ranges and one 
electric water heater and provides for 
periodic window displays of this mer- 
chandise. Or if he handles mechanical 
refrigerators they must be electric re- 
frigerators exclusively and he must 
maintain a minimum stock of at least 
three refrigerators. This display mer- 
chandise may include items which are 
displayed from time to time by the 
merchant on the Edison Company floors. 
The plan applies to domestic merchan- 
dise only. 

As in the previous chart, this one will 
be limited to ranges, water heaters and 
refrigerators only. Ranges and water 
heaters will be carried for five years, 
refrigerators may be discounted for two 
years and in case of a combination sale 
of refrigerator and range or water 
heater terms will be offered up to three 
years. An alternate, however, is offered 
where a range and water heater are sold 

with a refrigerator, the range or water 
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heater may be sold on a five-year term 
plan on the same contract with the re- 
frigerator sold on three-year terms. 

Second-hand merchandise will be ac- 
cepted on this chart but only with re- 
course on the merchant in event of re- 
vert. Further the merchandise must be 
in good operating order at the time of 
sale and carry a 90-day service guaran- 
tee. 

Down payments are specified for a 
minimum of 10 per cent and trade-in 
allowances for old equipment can rep- 
resent no more than one-half the down 
payment. This means that where there 
is a trade-in, at least 5 per cent of the 
price must be paid in cash. Fees range 
from 1 per cent of the cash balance on 
twelve-month contracts on a_ progres- 
sively higher scale up to 4 per cent of 
the cash balance for five-year contracts. 

Coincident with this announcement 
came a similar announcement from 
Manager Rice of a new cooperative 
range campaign featuring a campaign 
special range at $117.50, for the month 
of January. A low price water heater 
at $59.50, suitable to the new water 
heating rate is also being featured. 
Under the terms of the new financing 
chart down payments for both range 
and water heater are as low as $11 
with monthly payments of $3.89 and 
for the range alone a $9.50 payment 
and monthly payments as low as $2.54]. 

A campaign of advertising is support- 
ing the dealers’ sales in this special 
offer, mentioning the low rate for full 
use of electricity, and offering free in- 
stallation in homes in exchange for 
customer’s old cooking and water heat- 
ing equipment. 

Mr. Rice points out that dealers now 
have every inducement and sales help 

possible to insure starting the year 
right by getting a large share of the 
January range and water heater busi- 
ness. 
















® Otto K. Oxsen, Hollywood electrical 
contractor-dealer, whose special lighting 
ballyhoo has given him national fame, 
is using the radio in the promotion of 
the electrical appliances and services 
which his firm has to sell. Located in 
his Hollywood building on Vine St. is 
station KNX. Over it Mr. Olsen adver- 
tises electric ranges and other appli- 
ances, tying in with local promotional 
events. 
& 


Contractor Gear Up 
for Merchandising 


EELING that the cooperative pro- 

gram of the utility, (Southern Cali- 
fornia Edison Co. in this instance) 
provided increased possibilities for ap- 
pliance business, Gilbert, Weston & 
Stearns, electrical contractors of Santa 
Ana, last year decided to expand into 
the merchandising end of the business. 
Accordingly, space was taken in a va- 
cant store next door to the Edison com- 
pany office in Santa Ana and an at- 
tractive merchandise display installed. 

At the same time the responsibility 
of members of the firm was reallocated 
so that each department of the enlarged 
business would be adequate sly cared for. 
C. M. Gilbert remained in charge of 
the construction end of the business 
with public contacts and affiliation with 
Builders Exchange and other civic or- 
ganizations. R. W. Weston took charge 
of the merchandising end of the busi- 
ness and has been developing this. _L. 
R. Stearns assumed charge of the actual 
physical part of the construction busi- 
ness as superintendent of construction 
and handling of materials, etc. He is 
also in charge of the personnel. 

The facilities of the firm formerly 
located on the outskirts of town have 
been moved to the new location which 
has a large basement and an alley en- 
trance and ample storage facilities in 
the rear. Offices and estimating and 
engineering quarters are also provided 
at the rear of the store. 

The merchandising department em- 
ploys salesmen on commission and act- 
ive use is made of every cooperative 
facility offered by the utility and the 
manufacturers to sell appliances. 


View of the ample display floor 
Weston & Stearn in 
Santa Ana 


of Gilbert, 








Electric Club Promotes 
Business Development 


AR reaching in its effects and ben- 

efits to the electrical industry in the 
state of Washington will be the pro- 
gram of cooperation being worked out 
by Walter D. McDonald, president of 
the Electric Club of Washington, for- 
merly known as the Electric Club of 
Seattle. Upon taking office Mr. McDon- 
ald immediately set to work on a pro- 
gram to enlarge the scope of the organi- 
zation to that of the entire state; and its 
purpose to that of furthering the inter- 
ests of the entire industry in all of its 
branches. A widespread program of co- 
operation along these lines is best ex- 
emplified in the report of the state plan- 
ning committee which was made in the 
club’s publication, “R-P-M,.” Dec. 10. 

The offer is further made to the in- 
dustry throughout the state that it can 
become affiliated with the plan through 
units of its own creation in each local- 
ity. Thus, they can place themselves 
in positions not only to benefit them- 
selves but to aid in the improvement of 
the industry as a whole. 

According to Mr. McDonald, an im- 
mediate activity is the matter of promot- 
ing a state electrical code. Another is 
to direct the state highway department 
to make studies and installations of 
highway lighting and signals for the 
protection of the motoring traffic. A 
legislative committee is at work in 
preparation of such matters for the 
forthcoming session of the Legislature. 
J. J. Agutter, of Seattle, is chairman 
of this particular’ committee. 

The planning committee, chairman- 
ned by R. W. Clark, Puget Sound Power 
& Light Co.. has set forth its duties un- 
der a three-point plan. 


Point 1 is to plan and arrange state- 
wide surveys and educational activities 
for the purpose of stimulating the 
greater use of electrical energy. 

Point 2 is to encourage afhliation 
with other electrical clubs throughout 
the state and the formation of chapters 
in key cities where no clubs now exist, 
for the purpose of assisting in legisla- 
tive matters and accomplishing state- 
wide benefits for the electrical industry. 
To accomplish this the program would 
sponsor activities for the creation of 
better markets for electrical use and 
services; provide basic procedure to 
reconcile the various units in the indus- 
try in their respective policies; encour- 
age a policy of recognizing each unit as 
an essential part of the industry; ini- 
tiate and support state legislation, or- 
dinances and strengthen existing con- 
tractors’ license laws; and develop a 
code of business ethics for each branch 
of the industry and encourage by ex- 
ample and precept all people in the 
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Combined Better Light Display 





Combining several dramatic elements into one display, Frank Bevan, display 
manager of P.G.andE. launched this lighting display on short notice at the 
recent Examiner appliance exposition in San Francisco. From left to right 
are, first, a soffit lighting niche; next is a “fitting room” for experiencing 
various levels of lighting in a room; next the G.E. Sight-Light Demonstrator; 
and finally the G.E. sight-meter action display. Attendants of the booth used 
A YARDSTICK, suggesting measurement, as a pointer to explain the exhibit, 
give visitors tests. With the “history of light’ exhibit, this is to be made a 
complete lighting show for district. offices and cooperating dealer stores 


industry to conform to these principles. 

Point 3—Immediate objectives. The 
first of these is the study and coordina- 
tion of seasonable sales promotional 
programs. Next is a highway lighting 
and traffic signals program. Third is 
to initiate and support legislation to 
contro! sub-standard appliances, mate- 
rials and workmanship. Fourth, lay out 
a sales promotional plan for the entire 
industry to capitalize on the substantial 
amount of electrical power available 
and shortly to be available in that 
territory. 

Energetic committees are at work on 
each of the phases of this program, 
which has been given the wholehearted 
support of dealers, contractors, whole- 
salers, manufacturers and central sta- 
tions of the Northwest. 


Dealers Like Puget 
Sound Advertising 


EALERS and electrical contractors 

in Washington, on the lines of the 
Puget Sound Power & Light Co., were 
universally commendatory of the com- 
panys 1934 holiday sales program. 
The program was replete with active 
promotional and sales help features for 
the dealers, provided by the utility com- 
pany. But the thing which pleased 
dealers most was that its advertising 
centered on the low average operating 
costs of electrical appliances rather than 
featuring, as in previous campaigns, 
some low priced appliances. Such ad- 
vertising dealers feel forces them to 
meet prices at which there is no profit 
in the sale of the merchandise. Neither 


did the Christmas campaign feature 
wiring costs which were below estab- 
lished actual costs. There were no spe- 
cial appliances featured to be sold to 
the consumer at considerably less than 
any dealer’s cost and sometimes less 
than jobber’s cost. 

By placing the emphasis on the ben- 
efits to be derived by the use of the 
appliances and the low cost of opera- 
tion, dealers felt that the utility was do- 
ing a much more constructive selling 
job, one in which they could assist it 
to add load to the utility’s lines. 

Some of the features of the advertis- 
ing program included a streamer carry- 
ing the legend “Gifts That Serve Are 
Electrical” which was supplied to all 
dealers for window and store display. 
Window cards and winged back display 
cards to be placed on refrigerators, 
radios, ironers and other large appli- 
ances, were also provided dealers for 
display throughout the system. Proofs 
of Christmas appliance ads run in six- 
teen dailies in the territory were sup- 
plied dealers so that they could tie in 
their advertising to that of the com- 
pany. In addition radio spot announce- 
ments and sign-offs stressing dealer 
sales were made by the company over 
Seattle stations KOMO and KJR, Ever- 
ett station KFBL and Wenatchee sta- 
tion KPQ. 

An attractive pamphlet was placed in 
the hands of dealers in large quantities 
to be distributed by them to their cus- 
tomers telling the economy of electric 
service. “The Willing Slave of the 
Electric Switch” was the title and inside 
were pictures and tables showing that 
the average operating costs of electrical 
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appliances are extremely reasonable. 
The back cover dealt with farm uses of 
electricity and also gave a table of 
operating costs of utilization equipment. 

Dealers throughout the system re- 
ported these sales aids to have been 
very helpful during the Christmas mer- 
chandising season. 


Hardware Assn. to Stage 


Convention-Exposition 
¢¢ J JREPARATION and Protection 


for Self-Preservation” will be 
the convention theme of the Southern 
California Retail Hardware Assn., Ltd., 
at its convention and exposition to be 
held Feb. 10-21, 1935, in the Shrine 
Civic Auditorium, Los Angeles. An- 
nouncement of the event was made by 
J. V. Guilfoyle, secretary-treasurer. 

The exposition is to be opened to 
hardware merchants, their sales forces 
and store personnel, hardware jobbers, 
manufacturers, buyers of industrial 
plants, department stores, house fur- 
nishings and novelty stores, and to in- 
vited guests. It will be for the trade. 
only, with no members of the public 
admitted. 

Wednesday night, Feb. 20, will be 
set aside as the Retail Salesmen’s Night, 
primarily for employees of the various 
types of firms interested. 

H. P. Sheets, managing director of 
the National Retail Hardware Assn., 
Indianapolis, has been announced as 
the feature speaker of the convention 
program. 

President N. D. VanWinkle, of Los 
Angeles, appointed a convention exhibit 
committee headed by George W. Green, 
of Long Beach. 


McWhorter Heads 
Radio Trade Group 


L. McWHORTER, Philco Radio 

e & Television Corp., prominent 
distributor of radio and refrigerators in 
San Francisco, was named president of 
the Pacific Radio Trade Assn. at its 
annual meeting in December. Jerry 
Shirek was named vice-president and 
George H. Curtiss re-appointed secre- 
tary-treasurer. 

Directors of the association include 
the officers and W. V. Baitinger, Sher- 
man, Clay & Co.; Ralph R. Brunton, 
Northern California Broadcasting Sys- 
tem; W. W. Cross, Jackson Furniture 
Co., Oakland; George H. Eberhard, dis- 
tributor; Walter J. Epstein, The Em- 
porium (past president) ; J. W. Holmes, 
Thompson & Holmes, Ltd., distributors; 
R. O. Hurd, Hale Bros. Stores Inc.; H. 
E. Lapkin, Coast Radio Supply Co.; A. 
H. Meyer, Leo J. Meyberg Co., distri- 
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butors; A. H. Nicoll, Graybar Electric 
Co.; L. B. Quimby, John Breuner Co.; 
Don C. Ray, Pacific Gas and Electric 
Co. and Fred C. Todt, General Electric 
Supply Corp. 

Committees are at work on the year’s 
program which is designed to be en- 
tirely promotional. No attempt will be 
made at the usual trade organization 
code activities. Rather a sales program 
will be fostered throughout. Another 
important activity will be a continua- 
tion of radio interference investigation 
and work for its improvement. Tie-in 
with a national advertising campaign 
which has been announced for the radio 
industry will be made and large meet- 
ings of the public and industry, bring- 
ing a better acquaintance with the art- 
ists, the industry and the public, and 
the display of models, is in contempla- 
tien, according to President McWhor- 
ter and Secretary Curtiss. 


Color Film Makes 
First Run Theaters 


ORE than 325,000 people whose 

homes are in the territory served 
by the Southern California Edison Co., 
Ltd., have seen the commercial theater 
showings of the Edison Company’s 
Technicolor talking picture, “Mrs. Mor- 
timer Jones Prepares Dinner for Eight.” 
The film was professionally produced 
for the company, and under company 
direction, in the Hollywood motion pic- 
ture studios. “Dinner for Eight” is a 
condensed complete cooking school on 
celluloid. In less than ten minutes’ 
time it presents in perfect and delight- 
ful reality what ordinarily takes two 
hours at an actual cooking school. 

The color film has been, shown in 
seventy-six out of ninety-three commer- 
cial moving picture theaters in the com- 
pany’s territory and bookings are still 
being made. Its screen presentation in- 
variably is followed by flattering ap- 
plause and the reaction which the com- 
pany has had from managers of the 
theaters in which the picture has been 
shown has been decidedly favorable. 
Many theater patrons, the managers 
have reported, have stopped to inquire 
of the ushers and attendants as to the 
possibilities of obtaining copies of the 
recipes used in the featurette. 

The first commercial showing of 
“Dinner for Eight” was in the Para- 
mount Theater in Los Angeles, one of 
the largest theaters in Southern Cali- 
fornia. The film was widely adver- 
tised as a Technicolor Featurette and, 
according to theater records, approxi- 
mately 58,000 persons saw the film dur- 
ing the first week of the commercial 
showing. 

Distribution of the film, under the 


supervision of R. G. Kenyon, advertis- 
ing manager of the Edison Company, 
has been accomplished through an in- 
dependent film exchange. Each of the 
theaters booking the film has been fur- 
nished with one and two column one- 
inch mats of film advertisements, for in- 
clusion in the theater’s own advertising. 
At the present time, in addition to 
the continued showings in Edison Com- 
pany’s territory, a number of other 
utilities throughout the country are 
using the film. It is the plan of the 
Edison Company, when the showings in 
local and commercial theaters in the 
Edison territory have been completed, 
to make the film available for use in 
connection with cooking schools, at 
women’s clubs, Parent-Teachers Assn. 
meetings and similar gatherings. 


Modernization Show 
Awakens Town Trade 


IG-TIME enterprise in a small com- 
munity was demonstrated when 
Grand Junction, Colo., staged a modern- 
ization show as part of the Federal 
Housing Act activity. 

Importing Paul Hodgson, architect 
who designed Salt Lake City’s modern- 
ization project, and several features 
from the Chicago World’s Fair, business 
men of Grand Junction put on a demon- 
stration that literally “electrified” Colo- 
rado’s Western Slope. 

The project was planned to last thirty 
days, late last year. Optimistic spon- 
sours believed it might be viewed by 
30,000 people. The first nine days saw 
21,961 registered visitors and a re- 
markable pickup in local business. 

Sparkplug of the event was R. B. 
Kearl, new business manager for Pub- 
lic Service Co. of Colo. at Grand 
Junction. Contribution of his organiza- 
tion was electric installation of some 70 
kw. connected load which glorified the 
exhibits with modern lighting effects 
exemplifying what up-to-date electric 
merchandisers and manufacturers are 
now selling to the public in national 
campaigns. Harold D. Rankin, in 
charge of the lighting department in 
Denver for Public Service Co., made 
the trip from headquarters to supervise 
installation work and, in some cases, 
to invent devices to display properly 
specialized exhibits. 

Two outstanding examples of busi- 
ness pickup were demands for wall 
boards and sheeting displayed at the 
Modernization show which necessitated 
the wholesale lumber company at 
Grand Junction ordering carload lots 
of material which previously had been 
a “drug on the market.” In lesser de- 
gree local hardware and other electrical 
dealers profited. 











Breuner Praises Trade 
For Society’s Successes 


N a letter to all retail dealers sell- 
ing electrical appliances in Nor- 
thern California, Louis J. Breuner, 
president of the Electric Appliance So- 
ciety of Northern California summa- 
rized the year’s work and set forth the 
society's objectives for 1935 in the fol- 
lowing words excerpted from his letter: 
“Nineteen thirty-four will soon be 
over and the Electric Appliance Soci- 
ety will have completed a year of which 
we may all be proud. It has put on 
four very fine campaigns, for three of 
which we very definitely know the re- 
sults achieved, and one which has just 
been concluded we believe will have 
been equally successful. 

“All of these campaigns have been 
especially designed to increase the ap- 
pliance business as a whole, the in- 
creased business to accrue to those par- 
ticular dealers and manufacturers who 
put forth the greatest efforts in the cam- 
paigns. 

“As you know, the money to carry on 
‘the campaigns has been supplied en- 
tirely by the manufacturers, wholesale 
distributors and the Pacific Gas and 
Electric Co. The retailers have been 
asked for no financial support insofar 
as the general campaign fund is con- 
cerned. It has been their part in these 
cooperative sales endeavors to carry on 
aggressively with individual store pro- 
motions on the specific types of appli- 
ances being campaigned, and to sup- 
port the manufacturers and distribu- 
tors who are making the campaigns pos- 
sible through their subscriptions to the 
general Society fund. 

“Of course all manufacturers and all 
dealers have been invited to join in the 
Electric Appliance Society campaign 
programs and we wish to pay tribute 
to those manufacturers and distributors 
who have supported the Society during 
the year. We feel that it is appropriate 
that all retailers and their department 
heads know who these progressive man- 
ufacturers and distributors are. 

“We are looking forward to 1935 with 
great enthusiasm and in anticipation of 
a very successful year. The Pacific Gas 
and Electric Co. promises to support 
the campaigns again this year in every 
way possible and, of course, their 
“I off” extra electricity program gives 
us an exceptionally fine selling tool. 

“The Society has two very competent 
Educational_ Directors right out in the 
field to work with dealer sales people, 
which will be helpful in making the 
programs actually produce results. 

“While money has been very difficult 
to secure from the manufacturers and 
wholesale distributors this year, we be- 
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lieve that with more aggressive support 
by the retailers next year the money 
will be forthcoming more readily and 
in greater amounts, thereby insuring 
bigger and better campaigns.” 

* 


Wirth 100 Evectric KITCHENs as its 
objective before Christmas, the Portland 
General Electric Co. carried on an in- 
tensive electric kitchen campaign dur- 
ing November and December. A “Pepco 
Kitchen Planning Bureau” was estab- 
lished to advise home owners on the 
modernization of their kitchens. It 
planned and laid out such kitchens to 
the requirements of the customer. Sur- 
veys of the present kitchen and _ its 


Good 


Mr. B. W. Reynolds, 
Promotional Director, 
Electrical Appliance Society. 


Dear Mr. Reynolds: 

I feel that you will be inter- 
ested in the following little in- 
cident: A dealer in a small 
city up here in the Sierra has 
a wife who has been sick for 
many months and the day I 
called on him he was despon- 
dent over having to send her 
to a San Francisco hospital. 
Mr. Foote had depended on 
his wife, for years, to display 
Christmas Appliances. 

I told him I would work 
that night, and really cringed 
when offering, for the store 
looked woefully neglected. 

I went out and bought ma- 
terial and we started in at 7 
o’clock. I displayed all small 
appliances on black satin and 
used a trim of silver leaves 
with a dash of Christmas ber- 
ries. 

By a peculiar coincidence 


How Educational Director Bertha 
Mae Hixon of the Electric Appli- 
ance Society of Northern California 
went to work in dealers’ stores is 
well illustrated by this photo taken 
in the Farmers Union at San Jose, 
with a tableful of appliances, a 
charming smile and a real selling 
ability to assist the dealer earn divi- 
dends on the Christmas appliance 
campaign 


equipment were made, the customer’s 
ideas of remodeling incorporated, blue- 
prints and plans prepared along with 
estimates of cost. This bureau also 
worked out details of financing in con- 
junction with Federal House Act loans 
if the customer desired. 





Angel 


there were 5 Wholesale Elec- 
tric Representatives in town 
that evening and going by the 
Foote Electric Company for 
an evening stroll they tapped 
on the window. 

To make a long story short 
we hauled them in and before 
12 o’clock midnight we had 
the store looking like a “mil- 
lion dollars.” We moved re- 
frigerators, radios, vacuum 
cleaners; and although at first 
it was hard to get them to take 
their coats off and_ really 
work it ended up with many a 
laugh and lots of good fellow- 
ship towards the Electric Ap- 
pliance Society. 

The evening was so human, 
so friendly, and so progres- 
sive it made a big impression 
on my mind and I wanted to 
tell you about it. 


Yours very truly, 


(Signed) Gladys Byrne, 
Educational Director. 
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Using posters from the Electric 
Appliance Society the North Bay 
Electric Works, San Rafael, Calif., 


made this effective display of 
Christmas appliances during the 
December campaign 


cs 
® A SMALL RADIO for operating on 
either alternating or direct current to re- 
tail for $9.99 has been announced by 
the Crosley Radio Corp. It is claimed 
that four-tube effectiveness and loud 
speaker are incorporated in the two-tube 
set. Double-purpose tubes and a new 



































type of loud speaker are claimed. The 
set is light, weighing 4°4 lb., measur- 
ing 61% in. high, 634 in. wide and 5 in. 
deep. 
2 

© SCHWABACHERS Two ELECTRICAL 
DEPARTMENTS—A large volume of elec- 
trical wholesale business is done by the 
Schwabacher Hardware Co., Seattle, in 
not only electrical appliances, both 
major and traffic appliances, but in 
electrical supplies and wiring devices as 
well. Such an important factor have 


these lines become, that they are depart- 
mentalized, each under its own active 
manager, and all the salesmen are re- 
quired to devote a considerable part of 
their time to electrical sales. The head 
of the electrical appliance department 
is James P. Cummings, while James 
Mullen is in charge of electrical sup- 
plies. 


Even Banquet Stresses 
Sales Plan Idea 


The Electrical League of Colorado 
staged a pre-Christmas banquet and 
party at which 500 covers were laid for 
members and their wives. So great was 
tne demand for tickets for the affair, 
Dec. 3, that many late applicants were 
disappointed. Stunts and frivolity were 
the order of the evening, with constant 
reminders throughout playlets, speeches 
and comedy acts that “Give Something 
Electrical for Christmas” was the watch- 
word for Yuletide promotional activi- 
ties. 

The Women’s Committee sponsored 
this pre-Christmas event and nineteen 
electrical prizes were awarded by mem- 
ber individuals and companies. 


DEALER SALES REPORT — OCTOBER-NOVEMBER, 1934 


A Summary of the Dealer Reports Compiled by Associations, Societies or Bureaus, or Dealer Contact Departments of Utilities 





P. G. and E. Co.! | San Diego Cons.G.&E.Co..| 
APPLIANCE October 1934] Dec. to Oct.| Nov. 1934 [Year to Date} Est. total 
pda i —_— = ‘ } i } ill 
Ranges... DES cok bee 113 1,220 16 181 204 101 
Water Heaters neh 52 440 | 6 20 | 24 67 
Air Heaters—aux. er 384 2,500 126 270 544 
Air Heaters, 220 volt. . 54 | 412 71 | 
Refrigerators “i 1,629 22,565 156 2,483 | 3,422 | 100 
Dishwashers i. 7 88 
Washers. ... 2,583 23,463 198 2,063 3,696 321 
Troners... 655 5,502 32 310 425 41 
Vac. Cleaners 1,628 | 18,776 76 686 | 1,195 | 103 | 
Radios... ‘ 6,555 61,019 867 6,463 8,411 | 745 
Mixers 22 366 605 69 
Cookers & Caseroles 13 523 650 17 
Irons. . 147 1,638 | 2,789 350 
Waffle Irons 76 318 555 109 
Toasters.... 107 595 1,065 146 
| Table Stoves, Grills, ete. 29 356 635 236 
| Heating Pads 38 159 243 
| Curling Irons....... 
| Percolators & Coffee Makers 58 459 750 123 
| Sewing Machines 1,376 11,618 4 40 195 
Clocks 135 
| Fans 
| Floor Polishers. . 6 58 
Sun Lamps 9 
| Portable Lamps 169 
| Yard Lights 43 
| Mise. Small Appl. 87 1,106 1,510 195 
Total Dealers... 1,440 100 
| No. reporting 923 75 75 94 





1 P. G. and E. report cumulative from Dec. 1, 1933——-Reports obtained only on major appliances upon which accurate reports are available from dealers’ 

October figures latest available because of large territory served. 

Gathered by Bureau of Radio and Electric Appliances of San Diego County. 
with aid of cooperating distributors and knowledge of the few non-reporting outlets. Clocks, 

® Includes dealer reports from Midland Counties Public Service Corp. territory also. 

Includes reports from dealers on San Joaquin Valley system of the company as well as Southern California areas served by this company 


accounts. 


re 


Total dealers include gas as well as electric dealers. 


only about 60% of dealers so far. Reporting just started. 


5 Includes Utah Power & Light Co. territory in Utah, Idaho and Wyoming. 


because of large territory served. 
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\San Joaquin Lt.&.P. Corp. |So. Calif. Edison Co.,Ltd.‘ 


Reports from dealers in first two columns. 








. | 
Utah Power & Lt.Co5 | 


Nov. 1934 |Year to Date | Nov. 1934 |Year to Date! Oct. 1934 |Year to Date | 


186 2,439 85 
69 490 4 
351 1,004 212 
815 16,904 148 
2,216 20,758 732 
279 3,130 30 
510 5,080 467 
4,607 33,300 1,113 
279 2,184 193 
34 306 3 
1,287 | 11,263 1.005 
504 3,145 217 
664 4,826 485 
239 2,390 669 
298 1,384 196 
87 741 173 
370 2,537 128 
INGO 2.719 23 F 
2] 2,328 19 
37 230 4 
> Q +4 
745 3,630 R7 
ARG 5R9 
497 518 257 


Reports from 


Also Western Colorado Power Co. territory. October figures latest available 
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Estimated total sales derived 
fans included under miscellaneous. 


Compiled by Valley Electrical Supply Co. 
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Codes in Operation + + + 


oe ay and significant suggestions from the code authority chair- 
men of this territory telling how to make code operation effective 








Revised San Francisco Association 
Procedure Divides Work 


IME and patience are the two 

great prices which an association 
exacts from its officers. Most associa- 
tions hire a manager and expect him 
to supply both. But where an associa- 
tion is endeavoring to carry on with a 
minimum of expense, the time and the 
patience must be supplied by the offi- 
cers. Where the association is large, 
this drain upon the officers becomes a 
tremendous burden, so great that they 
must sacrifice their own businesses to 
make a success of their association al- 
most. Obviously this is unfair to any 
group of public spirited men willing 
to give time and effort to the betterment 
of their industry. 

The result is that the “wheel-horses,” 
the willing and hard working associa- 
tion members are worn out in service 
before their time, and then the associa- 
tion suffers. After all, these men, in a 
strict business sense, represent an in- 
vestment in sheer experience to their 
fellows. This value should not be lost 
to the association by tiring out its 
leadership with detail. 

Since its reorganization about four 
years ago, the San Francisco Electrical 
Contractors Assn. has operated without 
an executive secretary or manager in 
the generally understood term. This 
has meant that its board of directors 
and committees have had the full re- 
sponsibility for the operation of the 
organization. With its membership in- 
creased to over 120 members under the 
successive strong administrations of Tom 
Harris, Lloyd Flatland and Charles 
Langlais, plus the setting up of the pre- 
liminary mechanism to make the con- 
tractors code work effectively, the 
amount of detail work which was 
passed on to the board of directors 


became so great that it almost bogged. 


that staff down. And still many mat- 
ters were not handled to the satisfac- 
tion of impatient members, despite sev- 
eral special meetings a week, and far 
into the night. Worst of it was that 
many important matters of association 
policy involving relations with other 
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branches of the industry, the public, 
government officials, or even association 
affairs were being delayed or buried 
under an avalanche of details and petty 
complaint adjustments. 

President Langlais called together a 
reorganization committee in September 
to make a thorough study of the prob- 
lem and to seek ways to relieve the 
directorate of its tremendous load of 
work. The committee named had on it 
representation from all groups in the 
association. Out of its deliberations 
came a logical and particularly effec- 
tive new plan of operation. Two months 
of operation under the new plan have 
already demonstrated its soundness as 
well as its popularity among members. 

In form the new set up is not unlike 
the make up of Congress, in that it has 
two divisions. First is the board of 
directors, whose function is that of pol- 
icy making; second is the board of 
operations charged with the actual op- 
erating details of the association. The 
board of directors also acts as a board 
of appeal from the decisions of the 
board of operations if any member 
wishes to take his problem to “a higher 
court.” He has still another “court” 
to take his complaint if he is not satis- 
fied with the board of directors action. 
This is a voluntary and unofficial but 
representative group which has been 
called “the industry board of review” 
and is composed of a representative 
from labor, from the major wholesalers, 
from the independent wholesalers, from 
the manufacturers, from the utility and 
from the contractors. 


Directors DeciwE Po.icy 


Responsibilities now placed on the 
board of directors include: Relations 
and negotiations with the National 
Electrical Contractors Assn., and the 
Electrical Contractors Assn. of North- 
ern California, (still familiarly referred 
to as “the state association” although 
at the present time no affiliation with 
the southern California group exists; 


code authority matters and activities; 
public utilities contact and _ relation- 
ships; labor relations; wholesaler rela- 
tions; a planning committee to develop 
business for the membership; the office 
management, which is under direct 
supervision of the treasurer; and the 
secretarial work. Relations with the 
construction industry, with public offi- 
cials, legal and legislative matters, are 
also responsibilities of the directorate, 
which is composed of president, vice- 
president, secretary, treasurer and seven 
directors, all elected to office. 

The board of operations is composed 
of 14 members, none of which can serve 
on the board of directors at the same 
time. These were appointed for the 
first short term. For the ensuing term 
in 1935, names of members for this 
board were placed in nomination. Leg- 
ally this board is appointive and is 
held accountable to the board of direc- 
tors. 

Heading this group is a chairman, a 
vice chairman and a secretary. The 
membership of this board is specified 
to consist of one member from the mo- 
tor specialist group, one from the tele- 
phone, signal and sound contractors, 
one from the sign group, one from the 
fixture dealer group, three from the 
Tuesday night club, (the residential or 
“knob and tube” contractors group 
which meets to discuss its own prob- 
lems on Tuesday evenings), and four 
from the “downtown” or commercial 
building contractors. 

Membership of this board has two 
responsibilities besides that of repre- 
senting their own class of contracting 
activity. First of these is what might 
be termed the adoption of the “ward” 
plan, or group representation. 


Group REPRESENTATION 


In other words the entire member- 
ship is divided among these members 
of the operations board, each member 
being responsible for about eleven mem- 
bers. He is charged with’ the respon- 
sibility of keeping in close contact with 
these contractors. He acts as their agent 
in presenting grievances. He brings 
from them suggestions for changes or 
improvement in association procedure. 

On the other hand every matter of 
vital importance to the entire member- 
ship is taken personally by this group 
representative to his group and the in- 
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dividual opinion of the members ob- 
tained before the matter is submitted 
on the floor of an open meeting for 
final action. This insures a far greater 
understanding of association rules, pro- 
cedure, policy and difficulties than can 
be obtained in meetings to which those 
who need them most seldom attend. 
This insures a complete ballot on such 
crucial issues as labor agreements, bid- 
ding rules, or the like. 

Formerly this group representation 
was assigned to members of the board 
of directors. But this placed too large 
a group on each director and defeated 
its purpose because of the large amount 
of time involved. These representatives 
were humorously referred to as “grand- 
fathers.” The plan, however, did have 
the merit of bringing about a more inti- 
mate knowledge of each member’s prob- 
lems. Under the new plan, each mem- 
ber of the operations board has a group 
which he can see personally if need be, 
either in a small meeting or individu- 
ally. 


HAnp.Les AssociATION DETAIL 


The second function of this board of 
operations is its work through the var- 
ious operating committees. These in- 
clude a statistical blackboard commit- 
tee, a committee on rules, a sign com- 
mittee, an ordinance committee, a mem- 
bership committee, a Tuesday Night 
Club committee, a telephone and sound 
industry committee, a board of review 
for analysing contested jobs and review- 
ing bids for irregularities or code viola- 
tions, a committee which gives the bene- 
fit of its practical field experience as to 
labor data, etc., to the publisher of the 
Electrical Price Book; and a quantity 
survey committee. 

In addition to these standing com- 
mittees an entertainment committee, for 
special occasions, and a grievance and 
compliance committee, are appointed as 
required. 

This board of operations meets once 
a week, late in the afternoon, and effect- 
ively clears a large volume of work. 
Louis J. Douat, of Buzzell Electric 
Works, who was chairman of the com- 
mittee that devised this new organiza- 
tion plan, was appointed chairman of 
the board of operations for its period 
of formation and has done a fine job of 
careful and thoughtful management of 
its many initial problems. 

A little thought will reveal that this 
new form of operation has many things 
in its favor. First it has relieved the 
board of directors of a mass of detail. 
This has released their energies so that 
they may be applied to vital policy and 
business development activities for the 
good of the industry, and the member- 
ship in particular. 

Next it has spread the responsibility 
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upon a greater number of the member- 
ship, and in this way is training new 
men for future leadership. It is bring- 
ing the problems of the running of a 
successful operation much closer to each 
individual member. Further it insures 
every member of a personal vote on 
every vital issue, of an opportunity to 
“get things off his chest” to his group 
representative, of having his viewpoint 
and interests safeguarded by his repre- 
sentative. 

The association, on the other hand, is 
less apt to make a rash or ill-considered 
move or institute a policy which is un- 
popular and hence unlikely to succeed. 
The judgment of the officers is broad- 
ened by the wide base from which it is 
derived. One of the ever present dan- 
gers of cooperative effort by an associa- 
tion lies in misunderstanding and in 
ignorance of what the main purposes 
are. This form of organization seems 
to offer most to its members. It keeps 
every member acquainted both with the 
purposes for which rules are made, and 
with the rules or actions which are 
necessary to insure fair play. 


© ELEcTRICAL WHOLESALE trade sub- 
mitted its budget to NRA for code ad- 
ministration. Total budget for the year 
from Aug. 23, 1934 to Aug. 23, 1935 
is $50,559.02. Contribution is to be 
$25 minimum on each house, plus an 
assessment at the rate of 1/40 of one 
per cent of the net sales in excess of 


$50,000. 
* 


® KENNETH B. ConNeELLY, of F. B. 
Connelly Co., Seattle, was named one 
of the non-association members on the 
radio wholesalers code authority. 

&® 


© A. H. Meyer, of Leo. J. Meyberg Co., 
San Francisco and Los Angeles, is the 
West’s member of the radio wholesal- 
ing industry who is a member of the 
Radio Wholesalers Assn., Inc. 

ae 


© ELEcTRICAL CONTRACTORS divisional 
code authority presented to NRA on 
Dec. 3, an amendment seeking to revise 
the basis of contribution to the local 
code administrative committees. The 
basis would be raised to one fourth of 
one percent and made to apply to all 
contracts without limitation, abolishing 
the previous $250 minimum and former 
one tenth of one per cent fee. Outcome 
of the hearing had not yet been an- 


nounced. 
e 


© DanireL Tracy, president of the 
I.B.E.W., was appointed the Administra- 
tion’s member for the construction code 
authority on the electrical contracting 
industry’s divisional code authority. 


Decentralize Compliance 


Under Revised NRA 
HILE the changes which have 


taken place in the NRA organiza- 
tion since the resignation of Gen. Hugh 
Johnson, and the setting up of the 
National Industrial Recovery Board to 
administer its functions, are not gener- 
ally perceptible, they are quite impor- 
tant and far-reaching nevertheless. 
First will come a series of open 
hearings to review and check up on the 
operation of the codes and the advisa- 
bility of amendment or continuation. 
Price control will be the first subject 
heard at a meeting scheduled for Jan. 9. 
Of particular significance to the West 
is a decentralization of the field activi- 
ties of NRA. Of ten regional offices 
one has been established in San Fran- 
cisco, under Donald Renshaw, former 
field service director for the West for 
the Bureau of Foreign and Domestic 
Commerce. He becomes compliance 
chief for 9 western states. He will 
have authority to act in all code com- 
plaints, to remove the right to use NRA 
insignia, and to prepare court prose- 
cutions without reference to Washing- 
ton. His office has an administrative 
assistant, Wesley Ash, and a regional 
compliance council composed of a 
representative each for labor, for em- 
ployers, and an impartial chairman; 
an attorney assigned by the NRA litiga- 
tion division, and whatever special per- 
sonnel is necessary. The states involved 
in Region 9 are Washington, Oregon, 
Montana, Idaho, Utah, Arizona, Nevada 


and California. 
& 


© CavirorniA’s STATE INDUSTRIAL Re- 
covery Act was held constitutional by 
the District Court of Appeal. This de- 
cision put new life into the district 
attorney's offices throughout the state 
and city prosecutors also joined in 
moves to prosecute violations of the 
act or of the codes. Hundreds of com- 
plaints are awaiting trial. 


¢ Future Procram of the New Deal 
was summed up by a Washington cor- 
respondent recently as, “If you have to 
boil down the future Roosevelt program 
to a single sentence, it would be—the 
diffusion of big business and the en- 
couragement of little business.” 


© PorTABLE LAMP AND SHADE manu- 
facturers are suing for code assessment 
collection against 21 firms, with more 
suits in preparation. This is said to 
be the first time an industry has sued 
its own members for violation of code 
provisions respecting collection of bud- 
get expenses. 








eee a ES Rh hg hnithiantinyy 



























































Bole ee. cae 





JANUARY, 1935 


Vision 


talking lighting in self-centered electrical terms, 

our western “Padre of Light,” Clark Baker real- 
ized and appreciated the force of that dramatically 
simple axiom: without eyes one cannot see light. 
More showman than engineer he realized that the pub- 
lic, unmoved as it was by engineering facts, must be 
made keenly aware of what it was doing to its eyes 
because of its ignorance of light. And so, in a seven 
league step ahead of his entire industry he combined 
in his message to the public and to the trade, both the 
simple fundamentals of seeing and the simple funda- 
mentals of lighting. 


To do that well and in a manner which would not 
awaken the horror and suspicion of the ethical pro- 
fessions having to do with the care and aid of the 
human eye, Clark Baker made the first laison, in the 
West at least, between the engineering of lighting and 
the professions pertaining to eye hygiene. Optome- 
trists, because theirs is a profession dealing largely 
with the selection and fitting of mechanical aids to 
the eye, were the first to respond, and the contacts 
made at that time have grown and flourished. To- 
day prominent optometrists not only are active mem- 
bers of Illuminating Engineering Society chapters 
but often its officers as well. 


It was to be expected that those of the medical pro- 
fession, the occulists, would be more conservative. It 
has taken the thorough and detailed scientific work of 
such notable lighting engineers as Luckiesh and Moss 
to reach into their sheltered realms of medical ethics, 
even with the scientifically sound principles of light 
as painstakingly observed in their relation to human 
vision. Yet because of ethical barriers to publicity 
the support of this group of physicians can only be 
moral and advisory, although as such its influence is 
effective and far reaching. 


The optometrical group can be more outspoken in 
its advocacy of light as an aid to proper seeing. 
Theirs is a technique which brings to the aid of the 
eye all the resources of the physical sciences of 
optics—and now of light. Now it has gone a step 
farther, for in a nation-wide movement, together with 
the electrical industry and the paint industry, it has 


thrown its effective weight into the Better Vision In- 
stitute. 


Together with the electrical industry it will tell the 
need for better light in order to have better sight. 
The advertising, the window displays, the lectures and 


Sst years back, when this industry was still 
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broadcasts which members of the optometrical group 
use will dramatically emphasize the need for ade- 
quate and correct lighting, as well as periodical eye 
examinations and correctly fitted eyeglasses when 
required. 

Vision, as applied to seeing, is that precious sense 
which those who have good eyes too often fail to ap- 
preciate and hence protect. Vision, in the broader 
sense, as meaning the ability to see forward into the 
future and to plan for it, is a far rarer sense and pos- 
sessed by only a few of those whose eyes are good. 
In much of the early work of our Padre of Light there 
was evidence of this quality. 

It is because of the vision of this close alliance be- 
tween the professions of seeing and the engineering 
of lighting which is now coming into being, that the 
industry, yes, but more important, the people of our 
time will come to appreciate more fully and to guard 
more zealously the precious sense, vision, by the full 
use of the knowledge we have of both the eye and of 
light by which it is able to see. 





Discretion or Disaster 


VENTS of the past few weeks should prove to 

the utilities that the old saw about discretion 

and valor has a lot of merit, particularly in 
dealing with the Roosevelt administration. Un- 
doubtedly the administration power policy is unjust, 
unwarranted, uncoordinated, visionary and aimed at 
crippling one of the country’s basic industries. Parts 
of it unquestionably are unconstitutional. Its pur- 
pose is not clear, its ultimate goal not understood by 
its sponsors or the public. But this fact cannot be 
denied: Unconstitutional or not, it may be less harm- 
ful ultimately than the things an irritated and an- 
tagonistic President and Congress can do that would 
be legal and constitutional. Courage is an admirable 
virtue but diplomacy has saved millions of lives and 
many a nation and in this case might save an industry. 





Master Salesman 


O speak of a publication’s advertising in its 

editorial columns is downright heresy yet there 

are times when this apostacy seems justified. 
Such is the case in this issue in which a group of 
utilities embark upon a campaign designed to help 
retailers sell more profitably and attention deliberate- 
ly is focussed upon the method employed to tell these 
stories of successful selling. 
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Contrary to general opinion, successful selling is 
neither a fortuitous combination of circumstances nor 
the results of a silver-tongued sales presentations. 
Salesmanship is the ability to convince the prospect 
that the benefits to be obtained from the contract over- 
weigh the cost of obtaining them. Because successful 
salesmen have the knack of doing this very thing, 
their experiences in the field, their methods, even their 
very conversations bear analysis and study. 

To stimulate greater interest on the part of elec- 
trical retailers in the very real science that lies be- 
hind successful selling, nine Northwest power com- 
panies have undertaken an advertising campaign in 
ELectricaL West. From month to month these ad- 
vertisements will present not only practically ver- 
batum reproductions of Bill Smith’s sales presenta- 








tions that actually sold appliances, but also will 
analyse the reasons why this master salesman does 
the things he does in getting the prospect to sign on 
the dotted line. 

Bill Smith is a real person and the editors know 
that the readers of ELEctricaL WEst will enjoy his 
genial personality and profit by following him 
through his successful selling interviews. New in its 
conception and interesting in its presentation, this new 
advertising campaign neither suggests what to sell, 
nor dictates how to sell. It merely recounts field ex- 
perience in successful appliance selling. Certainly 
the experiences of a man who ‘gets the order’ should 
be of vital interest to the entire electrical industry 
in these times when loadbuilding, increased sales 
volumes, and greater profits are the order of the day. 





A Year of Opportunity 


\ | INETEEN thirty-four with its evolution and 
revolution is now a matter of history. Excite- 
ment and change from day to day seemed to 

shorten its normal 365 days by at least a hundred. 

If it was a year of dilemma and tension for Ameri- 

can business and the American people, then it was 

equally a year of discomfiture and perplexity for the 
light and power industry. The events, both political 
and economic, responsible for this distraction are too 
well known and too controversial for discussion in 
this column. Moreover presaging their ultimate sig- 
nificance and ultimate effect upon American life and 

American business is a task for an astrologer or a 

fool. 

With the ledger closed on 1934, the outlook for 
the electrical industry in these Western states for the 
twelve months that will comprise 1935 is of immedi- 
ate concern. To increase sales economically so as 
to earn a profit and at the same time pay the added 
costs of doing business under the New Deal is the 
problem. How will the industry in this territory 
fare? An inventory of conditions today reveals these 
significant facts: 

1. Kilowatt-hour sales are going up, week by 
week, unseasonably. Domestic and commercial load 
is accounting for most of this increase, although in- 
dustrial machines that have been long idle are be- 
ginning to use electric power. 

2. Electrical appliance sales reached a peak only 
exceeded by 1930 during the months just closed. 
New appliances, new appeals.and a high caliber of 
salesmanship were responsible. Public interest has 
been aroused and can be maintained. 
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3. The government’s home modernization pro- 
gram is gathering momentum. New home construc- 
tion is to get a similar dose of Federal financing. 
Salesmanship will turn a lot of this business to the 
electrical industry. 

4. Manufacturers and wholesalers will get more 
orders for equipment and supplies from government 
spending on the various projects in this region, even 
though these will ultimately mean more surplus 
power. 

5. The Far West is still primarily an agricul- 
tural region. The farmer is better off today than he 
has been for years. Higher prices and freedom from 
some of the calamities that were visited upon his less 
fortunate brothers in other sections of the country ac- 
count for this favorable situation. Salesmanship will 
convert this increased purchasing power into elec- 
trical channels. 

6. Utilities are making a determined effort to sell 
electric service through rate concessions of one char- 
acter or another. Undoubtedly there will be more of 
these, particularly in domestic rates. Thus the sur- 
plus power evil is being turned to an advantage. 
Salesmanship will make these promotional rates pay 
dividends in increased sales of appliances. 

Recurrent throughout this brief stock-taking of fac- 
tors that will influence the business of the electrical 
industry through the months to come is the word 
salesmanship. It is our conviction that the degree of 
salesmanship which the industry displays will make 
or mar its success during 1935. Business will be 


good for the whole industry in 1935 if its salesman- 
ship matches its opportunities. 
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pertinent, useful hints as to HOW someone has blazed a new trail 


Signposts which point the road to improved business or method, brief, ] 





Entire Shop is an 
Attractive Show Window 


ITH 50 foot candles of illumina- 

tion in all parts of the store the 
Barbara Frances Millinery Shop, at 124 
Geary St., San Francisco, has become 
virtually a show window shop. | De- 
signer Preston P. Hopkins provided Mr. 
Cobb, owner of the establishment, with 
this high-intensity illumination by a 
very simple, yet effective, means. 

A set of troughs, two of these troughs 
forming an L-shaped fixture at the rear 
of the shop, 12 ft. in length and 6 ft. 
across, and one down the center 8 ft. 3 
in. long, contain thirty 75-watt lamps on 
9-in. centers. Construction of the trough 
is illustrated in the drawing. 

As a decorative feature and also to 
bring plenty of light on the customer 
while trying on a new hat, tubes were 
constructed beside the mirrors. Four 
40-watt tubular lamps were placed in 
each. Inside the glass tube a matt white 
painted curved reflector was mounted, 
throwing the light at a 30-deg. angle 
from the mirror onto the face of the 
customer. The tubes are constructed of 
flashed opal glass especially blown to 
Mr. Hopkins’ specifications. 

In addition to the interior lighting 
there are four 150-watt Pittsburgh re- 
flectors in the window and 150 watts in 
soffitt lighting over the door and addi- 
tional lighting in a soffitt over a niche. 

Because of the simple construction, 
the entire job was completed in time 
for the opening five days after posses- 
sion of the quarters. Wiring was in- 


Exterior in the day time. Note ab- 

sence of window reflection and 

how the cashier at the back of the 
store is visible from the street 
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stalled by Porter Electric Co. and N. 
Graves, of Pacific Gas and Electric Co. 
lighting department, assisted in the lay- 
out. 

There are virtually no window reflec- 
tion during the day time in this store 
and the photographs shown here illus- 
trate how clearly the deep interior of 
the store is visible from the sidewalk 
even on a bright day. 
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® AFTER FourTEEN Years of effort a 
new street lighting system is being in- 
stalled in San Luis Obispo, Calif., ac- 
cording to District Manager J. Kelly, 
Midland Counties Public Service Corp. 
Ten street lights are being installed in 
the residential area and fourteen more 
are on application. The city has used 
for many years a natural gas street 
lighting supplied system from local 
wells. 


© BULLETIN 


of the National Retail Dry 
Goods Assn. 


in November had a spe- 
cial section devoted to Better Light- 
Better Sight which was designed in the 
interest of the lamp department of re- 
tail dry goods establishments. Par- 
ticular stress was laid to the I.E.S. cer- 








_...in Lighting 











Tubular lamps at each side of the 

mirror throw light upon the face 

of the customer seated at little fit- 

ting tables. Four tubular lamps in 

each tube give uniform distribu- 
tion 





tification of lamps and what this meant 
in the way of a sales opportunity to 
the retail dry goods store. 


Interior of the store showing the 
trough on the ceiling, which pro- 
vides the major illumination. Fifty 
foot candle intensity is provided 
in every part of the establishment 
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...1n the Motor Shop 





Industrial Check Sheet 


\ N | HEN contacting an industrial plant to point out the benefits to be 


derived from a modernization of its electrical facilities, keep this 
check sheet of questions handy. With it you are not likely to 
overlook any factor which would improve your customer’s electrical sys- 
tem. Every one of these factors is important to your customer’s convenient 
and economical use of electricity. This check chart is derived from a sim- 


Boyd Elected President 
Motor Dealers Group 


FTER more than ten years as presi- 
dent of the San Francisco Electri- 

cal Motor Dealers Assn., Horace Adams, 
Farnsworth Electric Works, San Fran- 





cisco, retired from that office and Frank 
Boyd, Pacific Electric Motor Co., Oak- 


land, was elected to succeed him at the 











ilar one first developed by the editors of Maintenance Engineering. 


A, Motors and Control 


11. 


Are power factor corrective 


° . 9 

annual election of officers of the organ- 1. =, ae control re- devices needed? 

ization in December. The organization peace manual: C. Transformers 

has now become the Electrical Motor 2. = tel existing control un- . Js transformer capacity ade- 
Dealers Assn. of Northern California — jo quate? 

with membership of Oakland and East 3. Is any —~ control un- 2. Joes transformer oil check 
Bay motor specialists as well. ne O.K.? 

Louis Douat, Buzzell Electric Works, 4. Should intest type replace an 3. Are there specific replace- 
San Francisco, was named vice-presi- || existing type: ments needed? (Insulators, 
dent and Kieth Noble of the same com- |} 5. Should 3g specific parts be contacts on switching and 
pany was re-appointed secretary-treas- || replaced? : protective devices, instru- 
urer, a position he has held for years. 6. Are aa motors improperly ments, instrument transform- 

Mr. Adams has been an accurate par- loaded ‘ : ers, etc.). 
liamentarian and has steered the organ- 7. Are any “ inadequate speed 4 Are spare units or parts 
ization carefully and skillfully for many regulation % needed? (Itemize). 
trying years. The organization has ac- | 8. Do any purderrance records D. Li ghtin g 
complished a great deal in the improve- | warrant new motors’ = a Taal 

* a Ticta? 9. Do windings, insulations . ae | Sean 
ment of motor specialists’ relations, deed ’ ore values being maintained? 
both between competitors and with the earings, etc., need attention ? . . 

P 10. Could ry ers _ 2. Should wattage for illumina- 
industry at large. Mr. Boyd has also : sed oe - ah a om shits Rie den? 
been active and aggressive in working Se ey ee ls Ba 
‘ : fs chronous motors? 0. ould painting for illumina 
for improved business conditions for ; , roe lie tet hae 
sali ited teri 11. Do repair cost records indi- tion be done: 
Se ae tae oak cas aaaaeee cate need for motors of other 4 Is wiring inadequate? 
business as a motor specialist, a part- types? (Semi. or fully en- 5 Are new fixtures needed? 
ner with Walter Vance, for many years = Series 6. Are fixtures properly _in- 
he had served as sales engineer in on - eS Sr stalled as to spacing and 
charge of the industrial department of i aoe Retna meee ow mounting heights? 
General Electric Co., San Francisco. satataaaalale 7. Is switching arranged for 
: 13. Are there sufficient coils, ores flexibility ‘ 
bearings, brushes, etc. in 8. vail bl — spare parts 
stock? available? 
os 9. Has inspecti i 
B. Wiring System His inapetion and cleaning 
1. Can feeders be sectionalized? F ree Biiieiscil 
2. Will protective devices inter- E. Special Apparatus 
rupt maximum short circuit 1. Can electric welding be used 
currents ? to improve the product made 
3. Are main feeders of sufficient by this plant? 
capacity to handle additional 2. Can electric heat be applied 
loads? to the process to assure more 
" 4. Is the wiring of proper size? reliable production; better 
cod dn nok tae iodo te o 5. Is the voltage drop excessive quality of product? 
the keg, the greater weight Sociees at any point? 3. Can photo-electric cells be 
more careful handling of welding 6. Is wiring system flexible? utilized to aid in inspection, 
electrodes 7. Do cables and wiring have perform certain automatic 
satisfactory insulation resist- functions? 
Kegs Protect Electrodes | ance? 4. Is the plant in need of pro- 
From Handling Damage 8. = laemetion on ueness per eee — to 
. suitable tor service condl- recor production pertorm- 
pty 0 on ee oe dies tions? (Moisture, high tem- ance, supervise certain pro- 
oe ee — Th Ber oe ht perature, etc.). cesses, serve as a guide to 
c aaa oe o th the : : | 9. Is departmental metering ad- operations? 

- 4 1 “ea h ei Much t th | visable? 5. Would the further use of 
= —_e at a - ee 10. Are plant load curves being electrical tools speed assem- 
Pee nD OF eee Ee, SUS. oS taken to indicate efficient bly and improve the pro- 
the meee om. which reduces the effi- plant operation? duct? 
ciency of the rods. 


A Los Angeles distributor, the Perci- 
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val Steel & Supply Co., hit upon the 
idea of having the rods packed in an- 
other way, and after convincing the 
manufacturer it was tried out. The 
accompanying picture shows a. part of 
the 42,000 lb. experiment. 

The electrodes were put up in 50-lb. 
bundles, and these bundles were then 
put in ordinary nail kegs—200 lb. to 
the keg. In handling a 200-lb. keg, no 
husky, even, is going to throw it 
around carelessly. In fact, it is handled 
with great care and deliberation. 

Opening up the kegs upon their ar- 
rival, it was found that none of the 
flux had been dislodged and the pro- 
duct was wholly free from dust. It is 
probable that this experiment, tried for 
the first time early last year, may change 
the methods of packing electrodes. 


.in Western 
Manufacturing 





Capping and grinding of commer- 
cial units after the annealing is 
finished 


Western Industry Solves 
Problem of Diversification 


HE problem of adding to volume 

without materially increasing over- 
head expense has been uppermost in 
the minds of business men during these 
lean depression years. In a measure 
this problem has been solved, for them- 
selves as well as for others, by a group 
of men primarily identified with the 
electrical industry in the west but who 
have also engaged in the manufacture 
of glass products, most of which are 
used electrically. They have found the 
answer in diversification. 

Formed in 1927 to manufacture 
raised opal glass letters for use in the- 
ater interchangeable marquees and 
electrical advertising displays, the 
Crystalite Products Corp. of Los An- 
geles, found in the advent and rise in 
popularity of Neon tube signs that the 
demand for its glass letters proportion- 
ately diminished. Therefore, the man- 
agement promptly set out to fabricate 
various glass appurtenances required 


Ad. 


Blowing of street 
lighting luminaires 
the first step of the 


process 


by Neon sign manufacturers, thus more 
than replacing the volume lost from 
letters. 

Shortly thereafter it was suggested 
that street-lighting and_ illuminating 
glassware should be made on the Pa- 
cific Coast. This was a revolutionary 
step back in 1928, for it was generally 
believed that a fine quality glass could 
not be made in the West. That Crys- 
talite’s decision to enter these fields was 
a wise one has been eminently proved 
during the succeeding years. 

Since that time the corporation has 
been operated with the idea that many 
uses could be found for glass by the 
electrical industry aside from illum- 
inating glassware. With this in mind, 
adequate facilities were provided for 
the design and construction of moulds 
so that whenever a plan was presented 
the entire problem could be worked 
through to completion at the factory. 
Just about everything has been attempt- 
ed, usually with success, except pos- 
sibly to substitute glass for the rubber 
insulation of copper conductors. 

In answer to the challenge, “Why 
not make it of glass?”, an increasing 
volume of glass products bearing the 
Crystalite name have been sold to the 
electrical utilities, jobbers and contrac- 
tor-dealers on the Pacific Coast. Aside 
from the usual varieties of advertising 
letters, and illuminating glassware for 


Commercial lighting units coming 
out of an annealing oven 








commercial and home use, the factory 
output involves a substantial volume of 
such diversified items as ornamental 
street-lighting units; meter-box covers 
of high visibility; special insulators; 
kitchen and bedroom units for utility 
campaign purposes; illuminated house 
numerals and push-buttons; glass min- 
nows used for artificial bait; and spec- 
ial designs for artistic structural and 
lighting effects. 

Morris B. Miller is president and 
general manager of the Western con- 
cern. Other well-known electrical men 
connected with the organization are C. 
D. (Dick) Russell, vice-president; M. 
M. Kauffman, who is president of Elec- 
trical Products Corp., secretary-treas- 
urer; and Glen E. Arbogast, prominent 
electrical contractor, who is a director. 


..1n Engineering 





Metal Clad Switchgear 
for Fort Peck Project 


oo of the trend toward 
“packaged” electrical equipment is 
the switchgear apparatus for the Fort 
Peck (Mont.) substation. At Fort Peck 
the federal government is constructing 
an earth type dam by the use of huge 
electric dredges. The 25 metal clad 
switchgear units at the substation will 
control the incoming line, synchronous 
condenser starting and running, and the 
numerous feeder circuits necessary for 
construction power. 

Completely self-contained with poten- 
tial and current transformers, relay and 
metering equipment mounted on the 
units, the metal clad switchgear equip- 
ment is completely wired and tested at 
the factory and can be placed in service 
in a much shorter time than would have 
been possible had the apparatus been 
mounted and wired at the substation. 
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Salvage, an important feature in tem- 
porary construction projects, also is ex- 
tremely high when metal clad equip- 


ment is used. 
e 


Gearmotors Suggested for 
Paper Mill Drives 


AREFUL cost analysis made in cer- 
tain paper mills where additional 
refinery and heater capacity was needed 
have shown that modern high-speed 
gearmotors have equal over-all effici- 
ency and lower installed cost than other 
drives recently used for Jorden and 
beater drives. High-speed geared induc- 
tion motors also have an advantage of 
higher power factor which keeps the 
plant investment in generating and dis- 
tribution equipment at a minimum. In 
cases where additional power factor cor- 
rection would be beneficial, synchron- 
ous motors can be adapted to these 
drives economically. 
* 


Are Arrester for 
Magnetic Switches 


MPROVING the operation of single- 

break contactors and adding materi- 
ally to the life of contacts, a recent 
development of the Westinghouse Elec- 
tric and Manufacturing Co. quickly ex- 
tinguishes arcs without introducing me- 
chanical devices as arc suppressors. 
Compact enough to be mounted on the 
base of a contactor, this small unit con- 
sists of a small capacitor and resistor 
connected across the poles on the load 
side of the switch. 

Only one unit is required for a three- 
phase contactor. Oscillograms show 
less than one-half cycle of arcing time 
with the contactor equipped with the 
arc arrester as against a persistence of 
five to eight and a half cycles under 
identical conditions without it. The 
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Ten of the twenty-five 7,250-volt 
metal clad switchgear units set up 
in the shop of the Westinghouse 
Electric & Manufacturing Co. Two 
3,000-amp. units operating in par- 
allel control the incoming line cir- 
cuit from the secondary of the 
50,000-kva. transformer bank on 
the receiving end of the transmis- 
sion line. One of the removable 
breakers from the 3,000-amp. 
equipment is shown on a trans- 
fer truck 


arc arrester also provides relief for 
fuses, switches or other rupturing de- 
vices connected ahead of the contactor 
about which it is mounted. 





small 
magnetic switch improves opera- 
tion by suppressing arc in less than 
one cycle 
a 


Are arrestor mounted on 


® Tue Best Way to sell air condition- 
ing is to have the prospect feel it. An- 
other utility which uses this method is 
the El Paso Electric Co., El Paso, Texas, 
which has air conditioned its sales de- 
partment quarters and its electric kit- 
chen in the Martin Bldg. Customers are 
brought to the offices to get a taste of 
what conditioned air is like during the 
hot summer weather. 


...1n Construction 








Metal Raceway Found 
Aid in Modernization 


ONTRACTORS who have made 
use of the new narrow metal mold- 
ings such as the Xtensionduct, as shown 
in the two illustrations herewith, are 
enthusiastic about it as a means of add- 
ing outlets and making more conveni- 
ent the wiring in many homes being 
modernized at the present time under 
National Housing Act loans. Entire 
apartment buildings, hotels, large and 
small residences are being rewired or 
made more adequate and convenient by 
the use of this material. 
Two applications are shown here. 
The upper picture shows the use of the 
duct along the baseboard where it fits 





Duct run along the base board 


unobtrusively and makes a neat job. 
The duct can be painted to match the 
woodwork and becomes more incon- 
spicuous still. Special fittings allow it 
to be run either as shown above or 
along the top edge of the baseboard. 
The lower photograph shows the use of 
the duct run along the floor at the toe 
of the baseboard, taking the place of the 
little quarter round strips usually used 
to finish at the floor line. Outlets are 
small, easily installed, and yet rugged 
enough to stand hard bumps from furni- 
ture, vacuum cleaners or other abuse. 

Where run over walls and ceilings, 
such as to bring down a switch leg 
from a central lighting fixture, the duct 
can be painted to match the wall finish 
or even covered over with the wallpaper 
for a neat looking installation. 


Taking the place of quarter-round 
finishing strip along the floor line 
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Many contractors who have devel- 
oped skill in installation of this type 
of material have developed with it a 
substantial business in modernization 
work. Since this is the major market 
for the electrical contractor for some 
years until the new building program 
again starts, it provides a method of 
building business and selling electrical 
modernization at a much needed time. 


Small Wares 


Entertain 

These are times when the electrical 
dealer’s display windows must enter- 
tain the passerby, declares D. L. Davis, 
head of the Davis Electric Company, 
Ontario, Calif., and the window that 
provides the most entertainment, ac- 
cording to his experience, is that which 
displays many varieties of small sup- 
plies—switches, outlets, sockets, etc. 
Sales of such merchandise have been 
what has kept the company going, 
Davis says; for there are hundreds of 
men who, either because of enforced 
leisure, or from the standpoint of econ- 
omy, are doing considerable wiring and 
replacement of switches themselves. 

But there must be method in the 
manner in which such merchandise is 
displayed. The items must be displayed 
in small groups, each group separated 
from the others by at least six inches. 
Each group of items should be accom- 
panied by a small card giving its name, 
and each item in the group should bear 
a price tag that can be easily read from 
outside the plate glass. This enables 
the purchaser to ask for the article by 
name. 

Davis finds it a good policy to show 
at least three price ranges in each 
group, wherever it is possible. Take 
three switches of one type. Show the 
cheapest, the best, and one that is fair. 
The reason for this is that many persons 
are influenced by the prices offered by 
the five and ten cent stores. 

“We can buy equally as good mer- 
chandise as the chains offer and sell it 
at the same price,” Davis explained. 
“We must not only prove that our 
prices are just as low as the chains, 
but we must also encourage the custo- 
mer to buy better merchandise. If he 
is price minded and comes into the 
store to inspect an item comparable in 
price to that in the chain store, we have 
an opportunity to explain why a higher 
priced article will give him better ser- 
vice. Three out of ten price-minded 
people will take the more expensive 
items.” 

* 
® Howarp K. Burpick, for many years 
electrical estimator for Newberry Elec- 
tric Corp., Los Angeles, is now secre- 
tary-manager of the Associated Electro- 
Platers of Southern California. 
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Steel Shelving Effective 
Steel shelving is used effectively 
by the Nicholas Electric Co., elec- 
trical contractors of Los Angeles, 
to house in small space an ample 
supply of fittings and stock for 
construction work, The firm is 
proud of its record of Red Seal 

wiring 
* 


Grace Lambert Runs 
Aberdeen Electric Shop 


One of the few women who actually 
own control of and run an electrical 
contractor and dealer business is Grace 
Lambert, of the City Electric Co., Aber- 
deen, Wash. She was formerly em- 
ployed by the Electrical Equipment & 
Engineering Co., of that city, which is 
no longer in business. From her seven 
years experience there, she gained the 
knowledge and also the courage to strike 
out for herself. 

One important move she was about to 
make in August of last year was to 
consolidate with the Casey Hardware 
Co. At any rate, it goes down as a 
consolidation, though the business will 
be run as two separate organizations. 
What the two are doing is to move into 
a completely re-modeled building, 
where the electrical and hardware busi- 
nesses will be run as separate units but 
where both will have the advantage of 
increased store traffic. 

& 


Helen Lambert, center, with her 

good left and right hands, Homer 

Reynolds, refrigerator and motor 

specialist, and Lloyd Bowen, 

foreman of the contracting de- 
partment 
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Appliance Ordinances 
Discussed by Inspectors 


LECTRIC sign inspection, sales ap- 

pliance ordinances, and _horse- 
power rated switches were among the 
many things discussed by the Southern 
California Chapter of the Southwestern 
Section, I.A.E.I. meeting at the Los 
Angeles City Hall Dec. 18. A. C. Veit, 
president of the Southwestern Section, 
acted as chairman in the absence of O. 
H. Shigley, Riverside. H. N. Beecher 
acted as secretary in the absence of 
T. C. Coombs, who has resigned. 

Underwriters’ Laboratories require- 
ments for gas tube signs were discussed 
by Frank H. Short, electrical engineer, 
California Department of Industrial Re- 
lations. R. H. Manahan, chief of the 
electrical division, Los Angeles, an- 
nounced that that city would discontinue 
factory inspection of signs after Jan. 1, 
now that Laboratories labels are re- 
quired. Later a uniform ordinance to 
regulate the hanging and installation of 
signs on buildings was discussed. 

O. W. Newcomb, chief electrical in- 
spector, Long Beach, speaking on the 
sales appliance ordinance, told that it 
was necessary for him to purchase elec- 
trical appliances to exhibit at the coun- 
cil meeting. Several appliances were 
connected to the supply circuit and dur- 
ing his explanation he requested these 
to be passed to him. In so doing the 
obliging member of the council either 
picked up an over-heated appliance or 
one which imparted a slight shock when 
handled. This convincing evidence of 
the necessity for sales control clinched 
the ordinance. 

J. H. Crannell, chief electrical inspec- 
tor of Glendale, was elected chairman 


of the chapter and Herbert G. Ufer, 
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Underwriters’ Laboratories, Inc. secre- 
tary-treasurer. Chairman Crannell ap- 
pointed H. V. Dobson chairman of the 
educational, publicity and public rela- 
tions committee for the chapter with 
Fred Vore, Pasadena, and H. G. Ufer 
as members of the committee. 
Discussion of the moving of 220-volt 
horsepower rated switches followed. 
Mr. Short advised inspectors to check 
the switches before removal, mark them 
and when the owner installs them in 
new quarters these can be accepted if 
the inspector finds the switches pre- 
viously checked being used under con- 
ditions for which they are rated. The 
next meeting is scheduled for Jan. 23 
in the Los Angeles City Hall. At the 
request of O. W. Newcomb the annual 
May chapter meeting will be held in 
Long Beach. The meeting ended with 
a visit to the testing laboratory in the 
electrical department of the City Hall, 
Los Angeles, in charge of Otto Weimer. 


Would Revive National 
Wiring Standards 


EVIVING an activity which former- 

ly ran into sectional and local dif- 
ferences in points of view, this time on a 
new foundation and with a new view- 
point, Arthur L. Abbott, uniform legis- 
lation department of N.E.M.A., working 
in conjunction with the Edison Electric 
Institute, presented the plan for the for- 
mulation of national wiring standards at 
meetings held in various Western cities 
with electrical people just prior to the 
inspectors’ conventions. 

In presenting the subject Mr. Abbott 
reviewed the former work of the 
N.E.M.A. Wiring Committee and the 
Association of Electragists, Interna- 
tional. The first step, he said, will be 
to formulate standards and then to 
work out instructions as to how these 
standards may best be used and adapted 
to local conditions. The standards, he 
made the distinction, will be standards 
to sell up to and will not represent 
minimums in any sense of the word. 

Among the various sections proposed 
he enumerated (1) an introductory sec- 
tion; (2) a section describing the need 
and application; (3) a section dealing 
with resident occupancies (a) in single 
family dwellings, (b) specifications for 
the same and (c) for apartment dwell- 
ings; (4) wiring standards for commer- 
cial, public and industrial occupancy 
subdivided as to (a) lighting, all other 
than residential, (b) lighting, commer- 
cial and public buildings, (c) lighting 
for industrials and(d) power; (5) speci- 
fications for wiring worked out in a 
short form applicable to small indus- 
trials; (6) specifications for wiring in 
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the larger class of buildings; (7) ap- 
plication of standards and procedure 
in design of installation; (8) Design 
data, charts, tables, etc.; (9) Sample 
specifications and drawings; (10) Bibli- 
ography. 

Use of these standards would be 
made by the lighting service bureaus of 
the utilities, and would be carefully 
placed in the hands of architects, con- 
sulting engineers, electrical contractors, 
wholesalers, etc. The cost for publish- 
ing these standards would be underwrit- 
ten by the associations and the book 
sold at cost in order to amortize and 
to pay off the cost of publishing. 

As a follow-up an educational and 
publicity campaign would be made to 
the industry and to the public to estab- 
lish these standards in the eyes of the 
public and the building industry as the 
desirable form of wiring instead of the 
present tendency to regard the minimum 
of the ordinances and codes as an ade- 
quate measure of wiring. 

Mr. Abbott asked that the industry in 
each locality appoint committees to par- 
ticipate in the formulation of these 
standards in order that the viewpoint 
and conditions of each region of the 
country shall be well taken care of in 
the preparation of these standards. He 
was given assurance of this cooperation 
by the Pacific Coast Electrical Assn. 

3 


® Georce SCHWALL, electrical inspec- 
tor, City of Stockton, is carrying on the 
reinspection provided in the new ordi- 
nance recently passed in that city. The 
fire department inspects all commercial 
premises and makes a report on a 
special form as to electrical condi- 
tions needing to be cleared up. On 
Mr. Schwall’s visit a citation as to the 
violation of specific code sections is 
made and a date set upon which the 
work must be corrected. By giving the 
code violation section rather than writ- 
ing out the correction he finds that it 
causes the contractor who must do the 
work to look up the code and become 
more familiar with it, itself a desirable 


feature. 
ie 


© THe Home Owners Loan Corp. has 
placed in the hands of every field in- 
spector and supervisor working under 
its direction a copy of the National 
Electrical Code to serve as a guide for 
reconditioning of wiring and to see 
that all new electric work is in accord- 
ance with the rules and regulations of 
that code. Where local codes or in- 
spection departments have jurisdiction 
the local rulings also apply. All ma- 
terials and fittings are to be new ap- 
proved standard products, and devices 
used in wiring are to bear the label of 
Underwriters’ Laboratories, Inc. 





Saved the Baby 


Locking your baby up in an elec- 


tric refrigerator is not recom- 
mended except in case of fire or 
tigers. At least in the film “She 
Made Her Bed,” a recent movie 
thriller, the heroine, portrayed by 
Sally Eilers, hid her baby in the 
refrigerator to escape a tiger. 
Then the house caught fire and 
burned down. When the fire sub- 
sided the refrigerator was undam- 
aged and the baby safe. Shown 
beside the fire tested refrigerator 
are Richard Arlen, movie actor, 
and George Belsey, General Elec- 
tric distributor in Los Angeles 


© EXTENSIVE CHANGES have been made 
by the B. C. Electric Railway Co. in 
connection with its appliance store for- 
merly located in its interurban and bus 
terminal at New Westminster. In fu- 
ture the terminal building will be util- 
ized exclusively by the transportation 
department on the main floor, and ex- 
ecutive offices upstairs. The company 
has opened a new show room at 618 
Columbia _ street, New Westminster, 
where electrical and gas appliances of 
all types will be carried, and facilities 
for handling the payment of light and 
power accounts have been provided in 
the new building. John Watson is man- 
ager of the new retail store. 


® Forp V-8 Contest seems to be mak- 
ing the rounds of department stores 
throughout the West. It remained for 
Auerbach’s Salt Lake City department 
store, to add to the Ford show a Frigid- 
aire and Philco carnival. Free frozen 
desserts were offered the visiting public 
as well as electric appliances for var- 
ious stunts in connection with the show. 
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Proves Refrigerator 
Pays for Itself 


“T was foolish not to buy my refrig- 
erator six months sooner,” is what Mrs. 
Frank Bidwell, of Palo Alto, told Dealer 
B. W. Hartman, of The Westinghouse 
Store in that city, some months after 
she had bought a refrigerator. When 
Mr. Hartman asked her the reason the 
conversation brought out a remarkable 
statement which proves the contention 
that an electric refrigerator more than 
pays for itself in savings made to the 
user. It is a testimony which any re- 
frigerator dealer can use. 

When first approached by Mr. Hart- 
man, Mrs. Bidwell refused to believe 
that savings could be made. Despite 
Mr. Hartman’s contention that she might 
be enjoying its use, she was sold on 
buying the refrigerator, she said, but 
insisted on waiting until she had accu- 
mulated enough to pay for it in cash. 
She bought it and used it six months 
and then gave this testimonial. 

“My gas bill is 25 per cent to 35 
per cent cheaper by having the refrig- 
erator. When I prepare roasts, vege- 
tables, puddings, etc., I prepare enough 
for two or three days; thereby saving 
not only gas, but also saving time and 
energy as well, for it takes the same 
time to cook ten potatoes as it does to 
cook four. Of course these cooked 
foods are stored in the refrigerator, and 
it is surprising how quickly one may 
prepare a meal from this arrangement. 

“T have made beef stew, broths, etc., 
and have had these with many other 
things in the refrigerator for ten days. 
When taken out they were just as fresh 
as the day they were put in. I keep the 
refrigerator running all winter. I find 
that in this part of California climatic 
conditions are changeable. When rain 
is expected and one has no refrigerator 
then is the time that food spoils more 
than at any other time. I feel that | 
have made one of the best investments 
of modern times.” 

In substantiation of her testimonial, 
Mrs. Bidwell gave to Mr. Hartman the 
following facts as to her savings. Pre- 


‘viously using ice, her bill had been 


$2.85 per month. Preventable foods 
spoilage she credited with $4.35. Bar- 
gain buying of specials saved her $4 
and quantity purchases saved her $4.77. 
Her electric bill has increased 90 cents 
but her gas bill has dropped $1.25 per 
month. Her total. savings per month, 
she estimated, amounted to $15.97, 
enough to pay for the refrigerator pay- 
ments by the month. 

A careful buyer and keeping a bud- 
get, these items were figured over a 
period of six months before and six 
months after buying and using her re- 
frigerator. : 
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Grandaddy of them all is this vet- 
eran electric range discovered by 
Southern California Edison Co., in 
its recent quest for the oldest elec- 
tric range—and still giving good, 
reliable service, thank you. It was 
installed 21 years ago for Mrs. 
Nathan Levy, of Visalia 


Users Prove Content 
With Electric Ranges 


LD, really old, electric ranges— 

they may be antiquated contrap- 
tions of metal and electrical gear—but 
to many owners they are held in a re- 
gard that is symphonious with the con- 
tentment that comes with an old friend- 
ship. The point has been proved. 

The Southern California Edison Com- 
pany has just concluded an Oldest Elec- 
tric Range contest among its consumers 
and announced the result in the October 
issue of Electrical Times, the company’s 
consumer magazine. And virtually with- 
out exception, in the more than 1,000 
contest letters received, owners of the 
old electric ranges had words of praise, 
if not downright affection, for the faith- 
ful performance of their ranges. 

Practically, the contest has provided 
the company’s merchandising depart- 
ment with a splendid list of names of 
electric range users who might be inter- 
ested in new models. For in spite 
of the affection expressed for the old 
ranges, the contest entrants indicated a 
thoroughgoing interest in the prize, a 
new, 1934 model all-electric range, 
fully automatic and clock-controlled. 

Mrs. Nathan Levy, of 317 North 
Court St., Visalia, wife of Postmaster 
Nathan Levy, was the contest winner 
and has been awarded the prize range. 
Her General Electric range entered in 
the contest has been in use, continuous- 
ly on Edison Company lines, since 
April, 1913. 

e 
° H. C. SHaw Hardware Company, 
Stockton, Calif., recently enlarged the 
department devoted to electrical appli- 
ances and home wares. A section of the 
store is devoted to electrical appliances. 


Capone Catcher 
Detects Prospects 


L CAPONE, powerful racketeer that 

he was, was trapped by a photo- 
graphic device called a Recordak, 
which made a picture of every check 
that cleared through his account in the 
banks and tripped him up on income 
tax evasion. A novel use for the same 
device in tracking down likely pros- 
pects for electric ranges is made by the 
Los Angeles Bureau of Power & Light. 
Initiated by Carl K. Chapin, commer- 
cial director, and Frank Twohy, in 
charge of tabulating equipment, the de- 
vice is used on tabulating system cards 
of customers whose electric consump- 
tion is in excess of a predetermined 
amount. These cards are put through 
the Recordak at the rate of 100 per min- 
ute and returned to the card files in less 
than 30 minutes. 

Such a fast schedule permits check- 
ing current bills, which with ordinary 
methods would be impossible for as 
long as 90 days, Since 8,000 items can 
be recorded on a reel of film an inch 
wide and 31% in. in diameter, and when 
wanted, can be projected on a screen 
and from such a projected image a list 
compiled, the system has many ad- 
vantages. 





Dorothy Bishop Muir runs _ the 
cards through the Recordak, of 
Frank Twohy’s (standing) tabu- 
lating department, and obtains a 
photographic record of all large 
domestic bills from which to com- 
pile prospect lists for range sales 


* CoLoreD Tacs, each representing a 
type of appliance, are used on a board 
fitted with four rows of hooks in the 
new business department of Cheyenne 
Light, Fuel and Power Co. as a means 
of keeping a record of the work and 
stimulating the efforts of the sales force. 
A card is placed on the board when- 
ever a salesman has an appliance out 
on demonstration. It gives a visual 
index of the number of appliances on 
demonstration and also of the activity 
of the various salesmen in this effort. 
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¢ F. H. McGinnis, tradition breaking 
electrical dealer of Sacramento, Calif., 
recently advertised “For a limited time 
I will accept, in lieu of cash, Trans- 
america or other negotiable securities 
at more than the market price.” The 
offer was made in connection with spec- 
ial terms offered on Little Giant elec- 
tric washers and a mail order proposal 
for out-of-town customers. 
o 


© As AN INDUCEMENT for home demon- 
strations of Hoover Vacuum. Cleaners, 
Auerbach’s Department Store of Salt 
Lake City, offered a Dustette in a prize 
contest. The terms were “to persons 
witnessing a Hoover demonstration in 
their home during this week, and send- 
ing to Auerbach’s a 25-word letter on 
their opinion of the Hoover demonstra- 
tion, the best letter, in the opinion of 
the judges, will win the handy Hoover 


Dustette.” 
= 


© A COMBINATION ice cream cabinet 
and unit for manufacturing ice cream 
has been made up in cooperation with 
the General Electric Co., Refrigeration 
Department, by the Russ Manufacturing 
Co., of Cleveland, makers of beer cool- 
ers. The combination cabinet contains 
a number of sections for ice cream con- 
tainers and at one end a freezer unit in 
which the store can make its own frozen 
deserts. This should offer new sales 
opportunities in small stores and in 
rural towns especially. 
2 


® An Att-STEEL house, also all-elec- 
tric, is being displayed in Los Angeles, 
on Wilshire Boulevard, near Windsor 
St. The home is equipped with a Gen- 
eral Electric Kitchen, and is wired for 
full electrical convenience. The George 
Belsey Co. furnished the kitchen; John- 
son & Norberg Electric Co. made the 
installation, and the Los Angeles Bu- 
reau of Power and Light is furnishing 
energy, as well as advertising the model 
home with attractive booklets. 
* 


© Sunset MaAcazine, a West Coast mag- 
azine published in San Francisco and 
devoting its attention to better homes 
and gardens, has just announced mov- 
ing to a new address at 576 Sacramento 
St., San Francisco, where the top floor 
of the building is being devoted to a 
home economics department equipped 
with a kitchen and dining room. Un- 
doubtedly this department will have a 
large influence on consumers’ opinions 
as to modern electrical appliances 
which will be used and tested out in this 
department. Pacific Coast Electric 
Bureau advertising in Sunset carries the 
industry’s message to this readership 
every month. 
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No Place Like Home Laundry 


Laundries have 
started another 
advertising at- 
tack upon the 
washing ma- 
chine and 
ironer ina 
campaign 
which has as 
its theme, 
“Home is no 
place for Laun- 
dering.” Using 
a picture of a 
woman of the 
°60’s at a spin- 
ning wheel, the text points out that spin- 
ning is no longer done at home. “‘Prog- 
ress is banishing washing from _ the 
home,” it goes on. Though you have 
servants or equipment . . . the disorderly 
task of washing and ironing can be done 
best ‘away from home’.”” To meet this 
challenge the American Washing Ma- 
chine Manufacturers’ Assn. has issued 
an attractive window sticker and adver- 
tising suggestions which say, “for fam- 
ily washing, there’s no place like home”’ 
ae 
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© In PREPARATION for the spring and 
summer months a class of 27 electric 
and gas salesmen of the San Joaquin 
Light and Power Corp. is taking a 
course in air conditioning. The course 
is one prepared by General Electric Co. 
termed “Climateer” and is being taken 
by correspondence by this group of em- 
ployees. An unusually fine year in air 
conditioning is anticipated by the com- 


pany in 1935. 
& 


© A SunsutneE Room is being adver- 
tised as a feature of The Paris Co., Salt 
Lake City department store. The Sun- 
shine Room is located on the lounge of 
its second floor, where displays of sun- 
lamps can be seen and demonstrations 
made. “Come to the Paris Sunshine 
Room as often as you like and stay as 
long as you care to—with our compli- 
ments” is the invitation the company 
makes. An essay contest among child- 
ren under 15 years, with five General 
Electric Sunlamps as prizes, is being 
used to stimulate interest and educate 
the buyers as to the virtues of artificial 
sunshine. 
* 


“THE AveRAGE AMERICAN House- 
WIFE now can do her complete home 
laundering in less than one day with a 
washer and ironer for less than 42 
cents,” says a 36-page selling manual 
just published by Altorfer Bros. Com- 
pany, Peoria, IIl., in answer to the mag- 
azine advertising of the laundry asso- 
ciation. It analyzes washing and iron- 
ing costs, enumerates the advantages of 
using the washer and ironer in the 
home and then shows the opportunity 
for consistent, steady income awaiting 
retail salesmen who specialize on the 
line. 


...1n Contemporary 
Reading 





“THe New Science OF Seetnc”’—Pictorial 
Review, Nov., 1934, pages 60 and 61. Also 
read in the same publication “More Light for 
Your Money,” giving results of tests of its 
Better Buyers’ Laboratory on inferior lamps. 


Also read “Househeating and Ventilation,” 
page 22. 


THe ADVANTAGES OF ELEcTRIC COOKERY 
FOR Domestic Purposes—Prize paper sub- 
mitted for the Lindemann Prize Competition 
of 1934 by Anne Glotzbach, Santa Ana office, 
Southern California Edison Co., Ltd., has 
been made up in pamphlet form and is avail- 
able from that utility. 


Western Gas, Nov., 1934; of interest to 
engineers—an article, “A Review of Cathodic 
Protection of Pipe Lines” which deals with 
the maintenance of the negative charge in 
gas pipe lines to prevent soil and electrolytic 
corrosion. Of interest to commercial men 
report of J. Earl Jones, Seattle Gas Co., 
chairman Gas Range Committee, at P.C.E.A. 
Del Monte Convention, page 29. 


ELEcTRICAL Enercy Divers1on—Publication 
No. B10 of the Edison Electric Institute, 420 
Lexington Ave., New York City, N. Y. Covers 
the methods employed by the majority of 
utilities in detecting and handling diversion 
cases and also programs of rehabilitation on 
all meter installations. Data obtained from 
approximately 65,000 known cases reported 
by 38 operating companies. 


RECOMMENDED STANDARDS OF ILLUMINATION 
is a new booklet of tables just issued by the 
Incandescent Lamp Dept. General Electric Co. 
The booklet contains tables computed for 
lighting intensities in various kinds of com- 
mercial and industrial occupancies. While 
extremely conservative when compared with 
intensities to be found out of doors, they are 
based on practical consideration and eco- 
nomic justifications for interior lighting. The 
foot-candles prescribed for various industrial 
operations are justified by an increase in the 
working rate of the workman, improved work- 
manship, and conservation of eyesight and en- 
ergy. The booklet even contains tables for 
outdoor applications, street lighting, sports, 
etc. An excellent handbook for anyone sell- 
ing lighting equipment. 


ANNOUNCEMENT has been made by the Pa- 
cific Coast Building Officials Conference of 
the publication for the first time in one com- 
plete volume of the Specification Documents 
for Building Materials and Construction. 
Until now these documents have not been 
available under one cover. In some cases 
they are not obtainable at all except through 
photostatic or typewritten copies. Others 
have a variety of page sizes, type styles and 
forms. The cost of complete sets purchased 
as individual documents has been prohibitive. 
In those cities and states empowering adop- 
tion of building codes by ordinance of refer- 
ence a very real difficulty has been eneoun- 
tered. This book will therefore fill a very 
definite need. The first edition will be pub- 
lished early in 1935 and will be priced at 
$5 per copy. Theodore C. Combs, formerly 


electrical inspector for the city of Upland, 
is one of the editors of the compilation. 
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News of Note + + + 





Court Enjoins PWA 
Municipal Plant Loan 
Judge C. C. Cavanah of the Boise 


federal district court has issued a tem- 
porary order restraining the city of 
Couer d’Alene, Idaho, from borrowing 
funds from the public works adminis- 
tration for the construction of an elec- 
tric light and power system. Judge Cav- 
anah held that the proposal was not 
within the scope of the national indus- 
trial recovery act. 

Arguments in the case were held at 
Couer d’Alene, several weeks ago and 
the decision followed the motion by 
counsel for Secretary of the Interior 
Ickes to dismiss the suit brought by the 
Washington Water Power Co. against 
the city and the public works adminis- 
tration. The government had planned 
to loan and grant the city of Couer 
d’Alene the sum of $337,000 upon its 
application following the approval at 
an election some months ago of an 
issue of $300,000 in bonds to finance 
the construction of a Diesel plant. 

The Washington Water Power Co. 
assailed the proposed transaction on 
the ground that it was a violation of 
the spirit of the NIRA, contending the 
company would lose its property in 
Couer d’Alene without due process of 
law, and the loan of $337,000 was un- 
constitutional because it was in excess 
of the amount of the bond issue. 

Judge Cavanah held that Congress 
did not give the public works adminis- 
tration power to grant such a loan, since 
the industry affected is not engaged in 
interstate commerce. Counsel for the 
city of Couer d’Alene has asked for 20 
days in which to file an answer to the 
bill of complaint which seeks a permia- 
nent injunction. 


Oregon Utilities 
Reduce Rates 


Voluntary rate reductions for resi- 
dential, rural and commercial custo- 
mers of the Yamhill Electric Co. and 
Molalla Electric Co., subsidiaries of 
Portland General Electric Co., Port- 
land, were filed late in December with 
the Oregon Public Utilities Commis- 
sioner to be effective Jan. 1. The com- 
panies serve parts of Clackamus, Mar- 
ion, Polk, Yamhill and Washington 
counties surrounding Multnomah coun- 
ty in which Portland is situated, and 
form a part of the Portland General 
Electric Co. distribution network. Ap- 
proximately 5,000 rural and farm cus- 
tomers as well as the dwellers in 28 
small towns in the area are benefited. 

The domestic rural rate reduces the 
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top step from 8c to 614c and introduces 
a 3c and a 2.2c step in place of the 
former 21c bottom step. The average 
reduction in this schedule amounts to 
14 per cent. The commercial rates in 
the small towns are now made identi- 
cal with the Portland commercial rate 
which is substantially 16 per cent lower 
than the former commercial rate effect- 
ive in the territory. 

= 


Napa to Study Municipal 
Distribution System 


Preliminary plans looking toward the 
establishment of a municipal distribu- 
tion system have been taken by the 
Napa, Calif., City Council with the hir- 
ing of an engineer to make a survey of 
present electrical operations in the city. 
George B. Scheer, electrical engineer of 
Oakland, has been retained to make the 
study. 

Included among the investigations 
will be studies of present consumption 
together with estimates of revenue 
from existing consumers in the city; 
the cost of complete overhead distribu- 
tion system; cost of a diesel plart as 
compared with the cost of purchased 
power and an appraisal of the existing 
distribution system of the Pacific Gas 


and Electric Co. 


b 
Record Breaker 





Possessing the highest voltage of 
any breaker ever manufactured for 
commercial use, this single pole of 
the eight triple-pole breakers being 
built by General Electric Co. for the 
Los Angeles Bureau of Power & 
Light has an operating time of not 
more than three cycles. Each break- | 
er is rated at 2,500,000 kva., 
287,500 volts and 60 cycles. They 
will be installed in the transmis- 
sion line between Boulder Dam 
and Los Angeles 


To Order Boulder Plant 
Control Equipment 


Bids will be received Jan. 21, 1935, 
by the Bureau of Reclamation at Den- 
ver for the control equipment and 
switchboards for the initial installation 
at the Boulder power plant. A large 
number of items is covered in the speci- 
fications. 

Included in the equipment for which 
bids are asked are the following: 7 con- 
trol cubicles with equipment; 5 excita- 
tion cubicles with equipment; 2 minia- 
ture type main control boards with aux- 
iliary equipment; 1 miniature type sta- 
tion control board with auxiliaries; 3 
annunciator systems; 4 auxiliary con- 
trol boards with equipment; 4 terminal 
boards with equipment; two 115-volt, 
60-cycle frequency regulated clock sup- 
ply power equipment; 5 battery charg- 
ing sets; 1 battery control switchboard; 
six 250-volt d.c. distribution switch- 
boards; two 460-volt station service 
power boards; five 460-volt control 
boards; 5 thermal panels; miscellane- 
ous 460-volt control panels and equip- 
ment; two 115-volt a.c. lighting feeder 
interrupter cubicles with equipment; 
and miscellaneous 2,300 and 16,500-volt 
switching, relaying and metering equip- 
ment. 

* 


Pepco Reorganization 
Making Progress 

An order tentatively approving the 
plan for financial reorganization of 
Portland Electric Power Co., Portland, 
as amended to protect the bond-holders 
of Willamette Valley Southern Rail- 
road, a subsidiary, was entered in the 
Federal court, Portland, Dec. 21. De- 
benture holders, depositing their bonds 
for exchange under the original plan, 
were given 20 days to withdraw their 
deposited bonds or protest against the 
amended plan. Creditors and _ stock- 
holders were allowed 30 days to file 
evidence of claim against the re-organ- 
ized company. 

The amended plan protected the hold- 
ers of $581,600 of Willamette Valley 
Southern bonds against possible default 
by deposit of a like amount of the new 
6 per cent collateral trust income bonds 
proposed under the reorganization. 

At the end of the period allowed for 
withdrawal or protest, the amended plan 
will come up for confirmation if 67 
per cent of the owners of the original 
PEPCO 6 per cent debentures of 1950 
still leave their bonds for exchange for 
the néw 6 per cent collateral trust in- 
come bonds. At present 76 per cent of 
the debentures have been deposited. 
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Willingness to face facts and make 
recommendations in accordance with 
these facts was apparent at the second 
annual Pacific Northwest Regional 
Planning Conference in Seattle, Dec. 
12-14. This was in some contrast to the 
first conference held nine months previ- 
ously at which emotionalism played a 
prominent part. Broad general recom- 
mendations were adopted in each of the 
twelve divisions of the conference, com- 
prising the four Northwest states and 
Alaska. Marshall N. Dana, of Port- 
land, chairman, presided. 

The report of the division devoted to 
water resources and power presided 
over by Lt. Col. Thomas M. Robins, 
chief engineer of the Northwest Divi- 
sion, Army Engineers, pointed out that 
there were 5 billion kw.-hr. per annum 
now in demand in the region, with 3 
billion more at present in reserve. Bon- 
neville and Grand Coulee developments 
as now planned, would add 4 billion 
kw.-hr. of new firm power. 

The recommendations in the report 
respecting power were as follows: 


1. Continued study of ways and means of ex- 
panding existing domestic and rural markets, in- 
cluding the use of electricity for house heating. 

2. Dissemination of official and accurate infor- 
mation as to advantages of the Northwest to 
business men throughout the nation interested in 
cheap power, including offers of all possible in- 
ducements in the nature of attractive sites, cheap 
transportation and low taxes. 

3. Detailed surveys of location, extent and 
quality of natural resources of the region and its 
tributary area. 

4. Research work to develop new commercial 
methods for use of electric power in develop- 
ment of the natural resources of the region and 
its tributary area. 


It was further recommended _ that 
state agencies be set up for carrying 
out the course of action outlined in 
these recommendations. 

Of major significance to power peo- 
ple was the recommendation of the irri- 
gation sub-committee of the power di- 
vision relative to the Columbia Basin 
development and the Grand Coulee pro- 
ject. In the words of the report this 
recommendation was: 


The Columbia Basin development needs a high 
dam and depends for success on repayment of a 
large part of the investment from power revenues. 
This cannot be done under present and reasonably 
prospective conditions of the power market. 

The low dam is not useful for irrigation, and 
power from it cannot be marketed in a reasonable 
period of time. The justification for the con- 
struction work now going on lies only in relief 
of unemployment and long range anticipation of 
future needs. 

Public interest would be better served by under- 
taking at this time the construction of a high 
dam with the power installation to be added 
later as warranted by the growth of the market, 
rather than by building the low dam now primar- 
ily for power production. 


The irrigation report further stated 
that there were 51% million acres in the 
region under irrigation and some of this 
land has insufficient water supply. The 
report stated “augmentation of these 
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Northwest Planning Conference Studies 
Surplus Power Problem 


deficient water supplies would not only 
benefit developed lands but would make 
available new lands for settlement on 
existing projects. Studies should be 
undertaken by appropriate agencies to 
determine the best plan for the relief of 
these areas.” 

Recognizing the relation of the fish 
industry to dams on streams inhabited 
by anadromous fish, the report con- 
tained the following recommendation 
from its fisheries sub-committee: “State 
and Federal agencies should cooperate 
and undertake to find a satisfactory and 
economical solution as to the best 
method of passing fish over or around 
obstructions, methods of preventing 
harmful pollution, necessity, cost and 
location of possible hatcheries.” 

Significant extracts from sub-commit- 
tee reports and utterances in the discus- 
sions thereon, coming out during the 
three-day session of the Division of 
Water Resources and Power, included 
the following: 


J. D. Ross, Superintendent of City 
Light, Seattlk—Bonneville, Grand Cou- 
lee and Skagit should have well defined 
individual territories but should be in- 
terconnected so that by cooperation be- 
tween the separate systems advantage 
could be taken of seasonal diversities 
of load factor. They should, however, 
be managed separately and no central 
power authority is needed at least for 
the present. 


Power Supply — Lt. Col. Thomas M. 
Robins—Nobody can say when the 
present surplus power plus the power 
to come in from Bonneville and Grand 
Coulee may be absorbed. 


J. D. Ross—Seattle has never lost or 
failed to attract an industry on account 
of the price of power. Other factors 
such as markets, freight rates, labor 
conditions, and accessibility of raw ma- 
terials have been the controlling fac- 
tors. 


Idaho Delegation’s Report—Idaho is 
primarily an agricultural state. Water 
for irrigation is more important than 
water for power. Further, Idaho is an 
exporting state and now is a large ex- 
porter of power as well as agricultural 
products. Therefore, it is not logical to 
expect that Idaho will import power 
from Grand Coulee and Bonneville. 


Domestic Market—Report of Sub- 
committee—To raise 100,000 domestic 
customers in the Seattle area from an 
average annual use of 1,200 kw.-hr. to 
6,000 kw.-hr. would require an addi- 
tional investment in appliances of $509 
per customer, or $50,900,000. Some of 
the other factors on which an increase 


in domestic consumption depends are: 
rates and the steps in the rates, effici- 
ency and maintenance cost of appli- 
ances, cost of competitive fuels and 
other services, income of the consumer 
as affected by social and economic con- 
ditions, and educational and sales ef- 
forts of the utilities and dealers in ap- 
pliances. 


Lester S. Ready, Consulting Engineer, 
Federal Power Survey—The effect of 
lowering rates on domestic consumption 
cannot be reduced to a formula, be- 
cause so many other factors are im- 
portant. Care should be exercised in 
reducing the top steps of rates because 
of the possibility of making a number 
of already unprofitable customers even 
less profitable. 


J. W. McArthur, Superintendent, Eu- 
gene Water Board, Oregon—The reduc- 
tion of rates to a point below 2 cents 
does not materially increase domestic 
consumption. 


House Heating — Subcommittee Re- 
port—A comparison of the cost and the 
net delivered heat value of various 
fuels as used in the Seattle and Port- 
land areas with the equivalent heat 
value per kw.-hr. in off-peak heating 
methods shows that in order for elec- 
trical energy to be competitive for 
house-heating purposes, it will be neces- 
sary for the energy to be delivered to 
the customer’s residence at an approxi- 
mate average cost, depending on the 
type of competitive fuel and furnace 
efficiency, of from 2.25 mills to 4.5 mills 
per kw.-hr. Distribution cost alone to 
serve 100 per cent of the domestic cus- 
tomers in a typical urban area for 
house heating was found to be 5.65 
mills per kw.-hr. delivered. 

There are possibilities in the reversed 
refrigeration cycle, but as yet there is 
no substantiated evidence to indicate 
that installation and first costs will put 
this method within reach of a sufficient 
number of people to build any con- 


siderable load. 


J. D. Ross—Among ideas on which 
we are working is one whereby electri- 
cally operated steam boilers are located 
in the center of several distribution 
areas in the city and steam heat sup- 
plied from these boilers to the resi- 
dences in that neighborhood. Some 
combination of this system with direct 
resistance heating for scattered homes 
might work out. 


Mr. Dixon, Tacoma—Tacoma’s house 
heating rate of one-half cent was offered 
so that the then existing plant could 
be loaded, so as to place the city in a 
strategic position when it went into 
court to condemn property needed for 
its next hydro-electric development. 
When the plant became loaded in 1922, 
the rate was withdrawn. 
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Sacramento Bond Issue 


Wins by 1,411 Votes 


That the $12,000,000 bond issue of 
the Sacramento Municipal Utility Dis- 
trict for the construction of an electric 
distribution system exceeded the neces- 
sary two-thirds by 1,411 votes was re- 
vealed in the official count. The bond 
issue received 32,036 “yes” votes as 
compared with 19,902 “no” votes. A 
total of 51,938 people out of a registra- 
tion of 67,592 in the district balloted 
on the measure. 

In a recent public statement Royal 
Miller, president of the district, an- 
nounced that efforts are being made to 


speed the validating of the $12,000,000 
bond issue. He stated that the district 
will make no overtures to purchase the 
distribution system of the Pacific Gas 
and Electric Co. He estimated that be- 
tween three months and a year would be 
required for validating the bonds and 
announced that plans and specifications 
will not be made public until this for- 
mality is concluded. 

e 
© Bivs will be called in the near fu- 
ture for partial completion of the City 
Light Building in Seattle which will 
house the business offices and appliance 
sales rooms of the municipal lighting 
department. 


NOW FROM THE WEST COMES 
“SIGHT-CRAFT” to provide 

















The new... 
SIGHT-CRAFT 


APOLLO 
LUMINAIRE 


And.... INDUSTRIAL 


Here again SMOOT-HOLMAN demonstrates ability to pro- 
duce scientific lighting units that combine ALSO durability, 
good appearance and low cost. If you are proud of your 
WEST, you'll be more than proud when you compare SIGHT- 
CRAFT with ANY other lighting equipment. Don't forget, 
too, that DELIVERY from a WESTERN plant is an item, too! 


at SMOOT - HOLMAN CO. 
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better LIGHT for all eyes! 


RESIDENTIAL 


This ‘Sight-Craft' unit— 
made in the West—pro- 
vides better light for ALL 
kitchen eyes. It screws 
into existing lamp sockets 
—thereby cutting sales 
resistance to the mini- 
mum. Easily demonstra- 
ted. A ‘natural’ for big 
sales_ these next few 
months. 


COMMERCIAL 


SIGHT-CRAFT engineers 
designed this attractive 
APOLLO indirect unit 
for better eye effi- 
ciency. Has white in- 
teriors and ivory ex- 
teriors. Reflectors and 
hoods are of finest 
enameling iron on 
which is fired 3 coats 
of Vitro-Lux at 1600° 
F. A great unit! 








INGLEWOOD, CALIF. 612 HOWARD ST., SAN FRANCISCO 
SEATTLE, J. EDWIN ROBERTS, 532 FIRST AVE. SO. 


Edison Rate Promotes 
Water and Air Heating 


Modification of its domestic combin- 
ation range has been announced by the 
Southern California Edison Co. whereby 
electric range consumers installing an 
approved type water heater receive all 
energy in excess of 225 kw.-hr. (for 
seven rooms or less) and 250 kw.-hr. 
(for eight rooms or over) at a rate of 
one cent per kw.-hr. The rate is de- 
signed to increase water and air heating 
load. 

Requirements of a so-called approved 
type water heater also have been modi- 
fied in the new schedule. The schedule 
is applicable where “a heater is pro- 
vided with an efficiently insulated tank 
and where the wattage rating of the base 
heating element, controlled by a ther- 
mostat located near the bottom of the 
tank, does not exceed 2,500 watts for 
tanks of less than 50 gal. capacity and 
does not exceed 50 watts per gal. of 
tank capacity for tanks of 50 gal. and 
over. An additional wattage of not to 
exceed 50 watts per gal. of tank capa- 
city, but in no event more than a total 
of 2 kw. is allowable when used as a 
booster heating element individually 
controlled by a separate thermostat, set 
to cut in only when the temperature of 
the top one-third of tank capacity is 20 
deg. F. below the temperature setting 
of the bottom thermostat.” 

* 


© Work WILL BE commenced in the 
spring on the construction of the Cari- 
boo hydro-electric plant to be built by 
British capital on the Swamp river, 
according to Dr. W. B. Brunett, presi- 
dent of the Cariboo Gold Quartz Co. 
The new power plant will have an ini- 
tial capacity of 5,000 hp. Capital 
for the project amounting to $1,000,000 
is already available. The Cariboo Hy- 
dro Electric Power Co. Ltd., which will 
build the plant was recently incorpor- 
ated at Victoria, B. C. 

* 
¢ L. A. Buys LicHtniInc ARRESTERS— 
Contract for the purchase of 12 three- 
pole, station type, outdoor three-phase 
lightning arresters for the Bureau of 
Power & Light has been awarded to the 
Westinghouse Electric & Manufacturing 
Co. on a bid price of $34,966 by the 
Los Angeles Department of Water and 
Power. 

® 
© CONSIDERABLE electrical equipment 
is included in the $1,356,689 municipal 
water works betterment program for 
which the Spokane City Council has 
applied for a federal loan. Included 
is a new dam and electric pumping sta- 
tion, costing $623,573 and a second 
electric pumping plant costing $288,- 
115. 


Electrical W est — V ol. 74, No. 1 





ie ee ae 


ai tet 0|OUk 








o 


_ 


a. om 5 & 


on st 








City of Alameda 
Simplifies Domestic Rate 


IMPLIFYING its rate schedule, the 

city of Alameda,. Calif., has an- 
nounced a new special domestic combi- 
nation rate under which consumers hav- 
ing at least 744 kw. of permanently 
installed heating, cooking or water heat- 
ing apparatus will obtain the first 160 
kw.-hr. per meter for 314 cents a kilo- 
watt-hour and all over 160 kw.-hr. for 
1 cent per kilowatt-hour. There is no 
minimum charge under this rate. 

While consumers using less than 160 
kw.-hr. per month will not make appre- 
ciable savings over the former block- 
type rate schedule, those whose con- 
sumption enables them to get into the 
l-cent per kilowatt-hour block will en- 
joy an extremely low over-all electric 
rate. 

At the present time the average do- 
mesticeconsumer in Alameda pays a bill 
of $2.05 monthly. The promotional 
feature of the new rate is designed to 
encourage the use of major heating and 
cooking appliances and it is expected 
that the new schedule not only will raise 
the over-all average bill but also will 
encourage much new appliance business 
in the city. 

e 


Court Rules Against 
Washington Rate Cut 


Emergency rate reductions based upon 
the ability of the consumer to pay are 
discriminatory, according to a decision 
handed down by the Washington State 
Supreme Court upholding a ruling of 
a lower court restraining the State De- 
partment of Public Works from enforc- 
ing such a reduction in the case of three 
Washington power companies. 

Early in 1933 the department ordered 
reductions approximating $174,152 in 
irrigation and agricultural power rates 
of the Puget Sound Power & Light Co., 
Washington Water Power Co. and Paci- 
fic Power & Light Co. for the 1933 sea- 
son. The reductions were premised on 
the ground that farmers had been pro- 
ducing at a loss for three years and 
that cuts in power rates were necessary 
to relieve their distressed financial con- 
dition. 

Court action to enjoin the enforce- 
ment of the rate order was brought by 
the power companies and a decision in 
their favor was handed down by the 
Thurston County Superior Court. The 
supreme court decision upholding the 
lower court states: 

“Public service companies are not 
eleemosynary institutions and cannot be 
compelled to devote their properties to 
public use except upon the well-recog- 
nized basis of a fair and reasonable re- 
turn. Through general taxation only, 
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in common with all taxpayers, can they 
be compelled to contribute to the relief 
of the distressed.” 


© Street LicuTinc PRoposEep—Santa 
Monica, Calif., city council has request- 
ed the Los Angeles County supervisors 
to appropriate $48,274 for the installa- 
tion of an ornamental street lighting 
system on Ocean Ave., from Colorado 
St. to the northwest city limits. 
8 

© Montana Power Co. at Butte is said 
to have added 100 new lighting sales- 
men and women to its personnel for its 
campaign for Better Light-Better Sight. 























and one 60 amp. circuit. 


DI 


ELECTRICAL EQUIPMENT 


All-N-One combination switch and fuse cabi- 
net. In addition to combining the fuse box 
with a main disconnect switch, these panel- 
ettes also include a 60 amp. dead front 
fuse-break. The Square D provision for con- 
trol of electric range or water heater. Other 
outstanding features are the shallow type 
enclosure and the interior adjustable to vari- 
ations in thickness of plaster. The All-N- 
One combination panelettes are available 
with from two 30 amp. circuits and one 60 
amp. circuit to eighteen 30 amp. circuits 


for convenience outlets in trim of panel. 


Illustrated at right is a Square D 
All-N-One combination switch and 
fuse cabinet with four 30 amp. fuse 


Y switch. and one 60 amp. dead front 
i 


fuse-break, built in flush and surface 
mounting types. 


ircuits, rotor type main disconnect 


® Bowre Switcu Co., San Francisco, 
has received a contract from the Los 
Angeles Department of Water and 
Power for furnishing the Bureau of 
Power & Light sixteen 23,000-volt out- 
door type gang-operated disconnecting 
switches variously rated at 400 to 3,000 
amp. Bid price was $15,627. 
& 


© [LLUMINATING ENGINEERING SOCIETY, 
San Francisco Bay Cities Chapter, held 
its Dec. 7 meeting at Sutro Baths where 
a new lighting installation and decor- 
ative effect on the interior has recently 
been installed under the supervision of 


Leonard Hobbs. 





MODERN RESIDENCE 


COMBINATION SWITCHES 


were pioneered 


by SQUARE D 


Practical utility is the main feature of this 


Provision is made 


SQUARE [) COMPANY 
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The Ts 


NOW! 


Prompt 
instrument 


service 





when you want it 


Whenever your Bristol’s Recorders 
require cleaning, recalibration, 
modernizing, or other attention, 
you want the work done promptly. 
You cannot afford to keep instru- 
ment equipment idle too long. 


It is for this reason that we 
maintain complete servicing facili- 
ties at our San Francisco Factory. 
Here you will find machinery and 
instrument testing apparatus under 
the supervision of skilled and ex- 
perienced personnel prepared to 
take care of your needs promptly. 


Recorders to be re-modeled should 
be carefully packed and forwarded 
direct to The Bristol Company, 311 
Minna Street, San Francisco. Also 
mail shipping notice and order au- 
thorizing work. 


THEBRISTOLCOMPANY 


Rialto Bldg., San Francisco . . 747 Warchouse 

St., Los Angeles . . Branch Factory: 311 Minna 

Street, San Francisco . . Main Office and Fac- 
tory: Waterbury, Conn. 





TRADE MARK 


BRISTOLS 


REG, U. S. PAT. OFF, - 


Utah Power & Light Co. 
Drivers Win Honors 


Nearly 320 trips across the United 
States from New York to San Francisco 
without an accident! The equivalent 
of that distance, almost a million miles, 
was covered by 57 Utah Power & Light 
Co. trucks and 26 passenger cars in the 
past year without mishap to win nation- 
al safe driving honors. 

The company’s trucks and passenger 
cars walked off with a lion’s share of 
the trophies awarded annually by the 
National Safety Council for safe. opera- 
tion of automobile fleets in American 
industry. The contest extends each year 
from July 1 to June 30 the following 
year. The Preston division of the com- 
pany was victor in the public utilities 
small truck fleets division and the Rex- 
burg division captured first place in the 
passenger car small fleets. 

To win the bronze plaque Preston 
competed against 34 other car fleets 
and with 18 trucks established a record 
of operating 220,596 miles without an 
accident. In the passenger car division 
Rexburg won first place against 41 
fleets throughout the country by operat- 
ing 14 cars 187,311 miles without mis- 
hap. Provo division, with 12 passenger 
cars and 170,761 miles, finished third 
in the national contest. 

Five divisions of the company, Rex- 
burg, Preston, Bingham, Park City and 
P & T Department operated their 57 
trucks 611,975 miles without accident. 
The awards were presented to J. H. 
Sundstrom, safety engineer for the com- 
pany, at the National Safety Congress 
at Cleveland. 

a 
© San Francisco Exectricat DeveL- 
OPMENT LEacue held its annual Christ- 
mas Kiddies Day party Dec. 17 in the 
Rose Bowl of the Palace Hotel. Presi- 
dent George Tenney appointed Arthur 
E. Rowe who with a large committee 
under his chairmanship handled a mul- 
titude of details for the extraordinarily 
successful party. Fifty children select- 
ed by the Salvation Army were com- 
pletely clothed by the League and were 
present at the party to receive gifts 
from Santa Claus Al Joy. 

e 


® CANCELLATION of three street light- 
ing projects, totaling $88,970, that were 
authorized by the Los Angeles County 
Board of Supervisors before the elec- 
tion of Nov. 4, was ordered Dec. 4 by 
the new board. The projects included: 
Firestone Blvd., $12,000; Long Beach 
Blvd., $35,790; Beverly Blvd., $41,000. 
According to the supervisors who rec- 
ommended the cancellations, property 
owners on the thoroughfares where 
lights were to be installed objected to 
paying the cost of maintenance. 
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CHROMALOX 
REPLACEMENT RANGE UNITS 
Help to Build Up the Power Load 


Many power companies offer free trial of 
these units, bringing old ranges right up 
to the minute, putting electric cookery on 
a new basis of speed and convenience, 
building customer satisfaction and prevent- 
ing switching to other methods of cooking. 
We have a common-sense sales campaign 
that gets results wherever used. Ask our 
nearest representatives for details on “How 
to Sell More Ranges.”’ Write today. 


EDWIN L. WIEGAND CO. 
PITTSBURGH, PA. 
MONTGOMERY BROTHERS 
911 Western Ave., Seattle, Wash. 
524 S. W. Pine St., Portland, Ore. 
61 Fremont St., San Francisco, Calif. 
912 E. 8rd St., Los Angeles, Calif. 


THE PETERSON COMPANY 
1921 Blake St., Denver, Colo. 


PROFESSIONAL 
SERVICES 





Tel. 2400 


FRANK ANDREWS 
MECHANICAL AND ELECTRICAL 
ENGINEER 


Specializing Industrial Plant Problems 
Power Rates and Disputes 


Modesto, Calif. 531 11th St. 


BYLLESBY 
ENGINEERING & MANAGEMENT 
CORPORATION 


Wholly-owned Subsidiary of 
Standard Gas and Electric Company 


231 South LaSalle Street, Chicago 
New York Pittsburgh San Francisco 


ELECTRICAL TESTING 
LABORATORIES 


Electrical Photometrical, Chemical and Me- 
chanical Tests. Inspection of Materials and 
Apparatus at Manufactory 


80th St. and East End Ave., New York 


ARTHUR R. KELLEY 
CONSULTING ENGINEER 


Reports and Valuations, Public Utility 
Industrial Properties 


Edison Bldg. Los Angeles 


THE J. G. WHITE 
ENGINEERING CORPORATION 
Engineers—Contractors 


Oil Refineries and Pipe Lines, Steam and 

Son — Plants, — oe 

otels, partments, an justrial 
Buildings, Railroads. 


43 Exchange Place New York 
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Bristol Service Branch 
To Assemble Products 


VISIT to the Pacific Coast of H. L. 

Griggs, vice-president and general 
sales manager of the Bristol Co., was 
made the occasion for the announcement 
of enlargement of its San Francisco 
service branch to the status of a branch 
factory. While full facilities for a 
branch factory are not yet installed, it 
is the intention to expand it gradually 
along this line. Assembly of standard 
lines of instruments can be made at 
this branch at the present time, although 
special instruments will still be avail- 
able only at the Waterbury, Conn., 
main plant. 

Little known to the trade, the service 
branch on Mina Street in San Francisco 
has been built up to give a full testing 
and service to Bristol instruments. A 
complete laboratory equipment has been 
installed and working for some few 
years. Testing has been in charge of a 
laboratory chief who has been with the 
company 26 years and has been in San 
Francisco for the last four of these. 
Tests include all a.c., d.c., temperature, 
r.p.m., vacuum, pressure, voltage break- 
down and other tests required for com- 
plete service of the instruments. This 
plant also sprays and refinishes cases 
and carries a large stock of charts on 
hand. 

The new service of factory branch is 
intended to hasten deliveries and cut 
down transportation costs to Western 
customers and to customers from the 
Orient and the Hawaiian Islands. S. 
W. Case, Pacific Coast district man- 
ager, with offices in the Rialto Building, 
San Francisco, is in charge. The com- 
pany has two other field representatives, 
W. H. Rogers, sales and service engin- 
eer, operating a sub-office at 747 Ware- 
house St., Los Angeles, and Frank J. 
Reynolds, Northwestern salesman oper- 
ating out of the San Francisco office. 


P.C.E.A,. Problem | 
Papers 
Detailed instructions cover- | 
ing the preparation of solu- | 
tions to the Pacific Coast Elec- 
trical Association problem | 
papers published in the De- | 
cember issue of Electrical 
West have been prepared in 
pamphlet form for distribu- 
tion to all employees of mem- 
ber companies in the associa- 
tion. The pamphlet gives 
rules as well as instructions. 
Contest sponsors have been | 
appointed in many of the com- | 
panies to stimulate interest in 
solutions to the problems, 
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WHERE TO BUY . 





KEARNEY 


CON-NEC-TITES 


for Better Connections 





Smooth, rounded corners — no sharp 
edges— full round washer—only two 
pieces to handle — made of brass, 
bronze or copper—full range of sizes. 





Made 
by Driving 
the 8 iene 
ae Life 
trolled 

Molten 


1 Copper 
Welding Welded 


Process” to Steel 


NON-RUSTING 
Spones in California L the Kortick 
from Genuine rucible Cop- 
wabond™ Hot Rolled Rods, produced by 
Crucible Steel Co. of America. 
Distributed on the Pacific Coast by 


MAYDWELL & HARTZELL, Inc. 








IN THE WEST 


LAPP 


Line Post 
Insulators 


Lapp Line Post Insulators eliminate 
radio interference due to both dirt 
and electro-static conditions. 
Write for Bulletin No. !12 de- 
scribing and cataloguing these 
insulators. 

LAPP INSULATOR CO., Inc 
Le Roy, N.Y. 





Underground 


Transmission 


Without 
Conduit 


Note the air and mois- 
ture proof flexible cov- 
erings. Sealtite repre- 
sents a distinct ad- 
vance in parkway cable 
construction. It is more 
pliable than any other 
underground cable... 
and costs are consid- 
erably lower. 


Write for booklet 
offering suggested 
uses and explain- 
ing long life. 


SEALTITE 


Parkway and Airport 
Cable with Maximum 
Flexibility by 


PROVIDENCE 








McLAUGHLIN 


For Telephone 
an 
Telegraph Lines. 


GLAss INSULATORS 


MAYDWELL& HARTZELL 


FACTORY DISTRIBUTORS 


LOS ANGELES 


SAN FRANCISCO 






















Fast Selling LITTLE GIANT Washer 


ELIMINATES COMPETITION 


By Its Construction and Design 


* 
PROOF! 





OF DEALER PROFITS 


THAT LITTLE GIANT BUILDS 
BUSINESS has been proven by 
J. A. Reeher of the San Jose 
Electrical Co. 167 Little Giant 
tray washers were sold in 90 
days. He attributed this rec- 
ord to the special selling points 
that enables a real selling 
method to be carried on con- 
sistently and effectively. 
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EALERS who handle Little Giant Tray 
Washers enjoy the freedom of a market 
that is hard for the conventional type of 

washer to penetrate. The design and construc- 
tion of Little Giant puts it in a class by itself. 
It gives the housewife washing convenience 
and economies that the ordinary washer can- 
not duplicate. 


As long as a home has a standard laundry 
tray there is room for a Little Giant. It fits 
into the wash tray—out of the way and in 
the place where it is most convenient to laun- 
der clothes. Thus it saves space, saves the 
strain of handling water-laden tubs, while its 
floating gyrator washes clothes quickly, gently 
and positively. 


That is why Little Giant eliminates competi- 
tion for there is a real difference between this 
practical tray washer and the conventional ma- 
chine. Little Giant has a service record backed 
by the endorsement of thousands of users. 
Begin to build your washer business today, by 
writing for the profitable Little Giant franchise. 
... LITTLE GIANT, Inc. Ltd., 4222 Hollis St., 
Oakland, California. 


TRAY 


LITTLE _ « 


WASHERS 


GIANT 


BUILT LIKE A BATTLESHIP—RUNS LIKE A WATCH 
Nr 


... about the Trade 





© REFIGERATOR DEALERS and distribu- 
tors will be pleased to learn that the 
Federal Trade Commission has ordered 
to “cease and desist” circulating in in- 
terstate commerce a so-called “Mystery 
Book” which contains false and exag- 
gerated statements to the effect that 
electric refrigeration causes foods to 
lose their nutritive value, and become 
contaminated and to contaminate other 
food by the gases, volatile matter, and 
odors given off by the food. Home Re- 
search, Inc., Atlanta, Ga., was given this 
order by the Federal Trade Commission 
November, 1934, under the provisions 
against false and misleading advertis- 
ing. This book has been the subject 
of much discussion and has been the 
cause of a “whispering campaign” 
which has hurt both the ice and the 
electric refrigeration businesses. 
* 


® Furnt Distriputine Co. has been or- 
ganized by Leland B. Flint to operate 
as Kelvinator distributor in the Salt 
Lake City territory. Mr. Flint is well 
known in the Salt Lake territory as a 
refrigeration distributor of several years 
experience. He was formerly sales man- 
ager of a factory branch and later oper- 
ated his own business and also a leased 
department in the Auerbach store. E. 
N. Dean, commercial engineer, is asso- 
ciated with him. 
e 


© A. S. De Veau Co., 342 Towne Ave., 
Los Angeles, has announced their ap- 
pointment as California representatives 
for the following companies: C. D. 
Wood Electric Co., Inc., New York City, 
manufacturers of “Woodwin” wiring 
devices; L. S. Brach Manufacturing Co., 
Newark, N. H., manufacturers of Fuse- 
olite indicating cutouts and other pro- 
tective devices; Technical Appliance 
Corp., Long Island City, manufacturers 
of radio antenna and all-wave systems. 
© 


© GrayBar Eectric Co. plans to move 
its southern California headquarters to 
a new building being constructed at 
Second St. and Santa Fe Ave.  In- 
creased space for appliance display and 
stock, as well as enlarged service and 
warehouse facilities will be provided at 
the new building. 
& 


® Tue RCA Rapiotron division has 
moved its offices in the Russ Bldg., San 
Francisco, to a new location at 170 
Ninth St. where enlarged facilities and 
a display room are available, according 
to E. Lloyd Sutton, Pacific Coast man- 
ager. 
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COMPOSITE CABLES 


Leadless 
Submarine 
Power Cable 


oaaieealiieeaiiball 
- _____ Armorlokt Parkway Cable 

ELectricat CABLE—The 

thought usually brings to mind 

“copper conductors.” As a mat- 

ter of fact these are frequently but 

a small fraction of the total weight 

or volume of the cable. Other metals, 

particularly steel, play important 

roles in cable design and operation. A 

few typical cases areillustrated. 

American Steel & Wire Company special- 

izes in the production of both steel and 

insulated copper members of such cables and 

ee is prepared to furnish practically every type in 


iia a a * which these members enter. Inquiries on stand- 
_A.E.1.C. Service Entrance Cable (Type E.G) ard or special designs are earnestly solicited. 
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taedlake Bore Hole Cable 


AMERICAN STEEL & WIRE COMPANY 
Cpuite Seales Soul 3 Copperatiin tedsiidiary 


Pacific Coast Distributors 


COLUMBIA STEEL COMPANY 


LOS ANGELES ___ PORTLAND SEATTLE 
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...about People 





J. A. Cranston Honored 
For Years of Service 


J. A. Cranston, commercial vice- 
president of the General Electric Co. in 
charge of operations on the Pacific 
Coast, was honored at a testimonial 
dinner given by intimate friends from 
all sections of the West in San Fran- 
cisco on December 17. The occasion 
was a combined celebration of his 46 
years of service with the General Elec- 
tric Co. and its predecessors and his 
seventy-third birthday. 

Mr. Cranston came to the Pacific 
Coast in 1889 as a representative of the 
Thomson-Houston Co. in the Northwest. 
Shortly after the incorporation of the 





J. A. CRANSTON 


General Electric Co. he became North- 
west manager. During his long career 
as an active figure in civic activities of 
this region, as well as in the electrical 
industry, he has earned the love and 
respect of a host of friends. 

At the dinner in his honor, Joseph S. 
Thompson, former president of the 
Bohemian Club, acted as toastmaster 
and Leland Cutler, former president of 
the San Francisco Chamber of Com- 
merce, gave a short speech of appre- 
ciation. 

* 

© W. L. Purvurps, for the past several 
years chief clerk in the Ventura division 
office of the Southern California Edison 
Co., has been made central division 
sales supervisor, succeeding Charles M. 
Hess, who was killed Nov. 24 in an 
automobile accident. Mr. Phillips will 
have his headquarters at Alhambra. 


© Ratpu J. Corpiner, former Pacific 
Coast manager of the Edison General 
Electric Appliance Co., has been trans- 
ferred from the position of manager of 
the heating-device sales section of the 
General Electric Merchandise Depart- 
ment at Bridgeport to the position of 


58 


assistant manager of appliance sales in 
general charge of sales development 
for G-E radio. Mr. Cordiner will con- 
tinue to make his headquarters at 
Bridgeport, Conn. 
€ 
® Avsino Pasini, member of the Italian 
House of Deputies, professor of elec- 
trical engineering at the Royal Italian 
Technical School at Milan and presi- 
dent of the Milan Hydro-Electric Power 
Commission, spent several weeks on the 
Pacific Coast during December. He 
inspected hydroelectric plants and pro- 
jects from Vancouver, B. C., to Los 
Angeles. His trip was made in connec- 
tion with the extensive hydroelectric 
development and rail electrification pro- 
grams now under way in Italy. 
e 


Vancouver, B. C. City 
Inspector Retires 


Application of C. H. Fletcher, city 
electrician at Vancouwer, B. C., for 
superannuation was accepted by the 
civic fire and light committee recently. 
He retired on Dec. 31. 

Mr. Fletcher has been associated with 
the electrical department for 30 years, 
joining in 1904 as assistant electrician 
and assuming the direction of the de- 
partment eight years later. Outstand- 
ing among the improvements inaugur- 
ated under Mr. Fletcher’s supervision 
were the installation of the central fire 
and police alarm system and the intro- 
duction of ornamental lighting. The 
city council was to discuss the question 
of a successor to Mr. Fletcher at a later 
meeting. 

* 


Try Early California 
Transportation System 





Here we have an authentic photo- 
graph of the way initiates to W. B. 
“Bill” Frampton’s exclusive soci- 
ety, the Rum-de-Poozles, disport 
themselves. Riding on the stream- 
lined model of early California 
are Ralph Hopkins of the West- 
inghouse Co. and (in the rumble 
seat) Nat Cohn of Leeds and 
Northrup. A. F. Blecksmith, Dun- 
can Electric Mfg. Co., seems to be 
master of ceremonies 


Dave Salsbury Heads 
Utah Electrical League 


AVID M. Salsbury, manager of 
Westinghouse Electric Supply Co., 


: Salt Lake City, was elected president 


of the Electrical League of Utah for the 
year 1935, at the meeting held Dec. 10. 
Although only a recent arrival in Salt 
Lake City (since a year and a half ago) 
Mr. Salsbury has quickly risen to this 
position of honor at the hands of his 
associates in the electrical industry of 
Utah. Mr. Salsbury, however, is no 
newcomer to the electrical industry, 
since for the past 21 years he has been 
associated with the industry in the West. 

For three years Mr. Salsbury was 
with the Northern Electric Co. at Cal- 
gary, Canada. Then he spent a year 
with Western Electric Co., in San Fran- 
cisco, from which he went to the West- 





DAVID M. SALSBURY 


inghouse Electric & Manufacturing Co., 
San Francisco. He was manager of the 
refrigeration department of Westing- 
house Electric Supply Co., San Fran- 
cisco, for the three years preceding his 
going to Salt Lake City. 

Other officers elected for the year 
1935 by the Utah league, are: 

Vice-President, Leo Brandenberger, man- 
ufacturer’s agent; secretary-treasurer, F. S. 
Cundiff, commercial manager, Mountain States 
Telephone & Telegraph Co. 

Boarp or Trustees: Wholesalers—D. M. 
Salisbury; S. Rosenfield, Mgr., United Electric 
Supply Co.; J. M. Perlewitz, Manager, Gray- 
bar Electric Co.; W. O. Smith, sales manager, 
General Electric Supply Corp. 

Contractor-Dealers: George R. Randall, 
Manager, Salt Lake Electric Supply Co.; R. 
P. Maybee, Maybee-Shipley Electric Co., past 


president; J. C. Jacobs, Mgr., Apex Electric 


Co.; G. W. Forsberg, manager, Wasatch Elec- 
tric Co. 

Manufacturers: L. E. Brown, manager, West- 
inghouse Electric & Mfg. Co.; A. E. Carter, 
manager, Eureka Vacuum Cleaner Co.; B. C. 
J. Wheatlake, manager, General Electric Co.; 
Leo Brandenberger. 

Central Station: P. M. Parry, vice pres. and 
commercial manager.; R. M. Bleak, supt. light- 
ing and appliance sales; M. L. Cummings, 
Director of Advertising; C. A. Wolfrom, Salt 
Lake Division Megr., all of Utah Power & 
Light Co. 

Telephone Co.: F. S. Cundiff. 
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Mulvaney Joins 
Rae Agency 


F. A. Mulvaney, formerly Pacific 
Coast district manager of R.C.A. Radio- 
tron Co., and before that district sales 
manager of General Electric Supply 
Corp., has joined Fred W. Rea, former 
advertising manager for the General 
Electric Supply Corp., in an advertising 
agency, which he began some months 
ago. Mr. Rea will be remembered as 
the editor of the Pacific Coast Electrical 
Bureau’s home electrification brochure. 
“The House of Charm,” as well as of the 
series of broadsides circulated by util- 
ities and other electrical firms to their 
employees each month. 

With the addition of Mr. Mulvaney 
to the staff, Mr. Rae also announced a 
change of address to 79 Post St., San 
Francisco. Among various accounts 
carried is that of Smoot-Holman Co., 
and an expansion of the P.C.E.B. em- 
ployee pamphlet idea to serve 52 elec- 
tric and gas utilities throughout the 
United States. Marketing and merchan- 
dising counsel, as well as advertising, 
are part of the firm’s services. 

* 
© M. G. Sues, for many years San Fran- 
cisco sales manager for the Leo J. 
Meyberg Co., R.C.A. Victor and Norge 
distributors of California, was promoted 
to the position of general manager of 
the Los Angeles branch by Al H. Meyer, 
president, last month. Otto N. Rothlin, 
sales representative, was promoted to 
the position of San Francisco sales 
manager and W. J. Lancaster made his 
assistant. » 


® Cuartes A. PEARL, for many years 
division manager in Portland for the 
Premier Vacuum Cleaner Co., left this 
position late in November to join the 
Chicago office of the Westinghouse Elec- 
tric & Manufacturing Co. where he will 
contact the central stations. No an- 
nouncement is made relative to a suc- 
cessor for Mr. Pearl who leaves a host 
of friends among utility commercial 
men and electrical dealers in the Port- 
land and Seattle territories. 
* 
© B. Y. Gipson, well known figure in 
the electric range business on the Pacific 
Coast for many years, has become mer- 
chandise manager of the Shearer Elec- 
tric Co. at Reno, Nev. 
a 

® Georce Gray, manufacturers’ repre- 
sentative for the Wiremold line of fit- 
tings and lately also for the J. G. Pom- 
eroy Co., died as the result of a stroke, 
which afflicted him Dec. 16, in San 
Francisco. Mr. Gray, well known in 
jobbing and contracting circles, will be 
remembered for his traveling coach dis- 
play of the Wiremold line. The busi- 


ness will be carried on by his son. 
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© FREDERICK Emory, in charge of sales 
for the Lines Material Co. for Wash- 
ington, Idaho, and Oregon, and former 
city electrician at Kelso, B. C., passed 
away Nov. 30 at Portland, following 
an operation for appendicitis. He was 
born in Winnipeg in 1891, attended 
the Briss Electrical School in Washing- 
ton, D. C. * 


® CHar es M. HEss, merchandise sales 
supervisor for the Southern California 
Edison Co. for the past five years, was 
killed Nov. 24 in an automobile acci- 
dent at Inglewood, Calif. He was 39 
years of age. Mr. Hess had been a mem- 
ber of the Edison organization since 


Dec. 4, 1922, when he joined the com- 
pany as a salesman in the Delano dis- 
trict in the San Joaquin Valley terri- 
tory. He was appointed sales super- 
visor in January, 1929, and at the time 
of his death was in charge of sales activ- 
ities in the company’s Pasadena and 
Central divisions. 
@ 

© ArTHUR E. WILLIAMs, sales manager 
for the Seattle City Light Department, 
died at his home on Nov. 15 after an 
illness of several months. Mr. Williams 
had been connected with the Seattle 
municipal system since its inception in 


May, 1905. 





Reconstruction 


Costs 


at 
their 
Lowest 


Level 


————_ ~ 


ANY hydroelectric plants in the West are 

4 required to operate in spite of reduced load 
demands—and in spite of their obsolescence or low- 
ered efficiencies due to long service. Removal from 
the line for essential replacements will become more 
difficult as load demands increase with corresponding 
increases in cost of outage time. 

Marked improvement in efficiency, dependability 
and safety can be accomplished at relatively insignifi- 
cant cost under present conditions. Pelton engineers 
will be glad to consult on any rehabilitation plan 
without obligation, offering their extensive experi- 
ence in reconstruction work of all kinds. 


The Pelton Water Wheel Company 
HYDRAULIC ENGINEERS 

120 Broadway 2929 Nineteenth St. Paschall Station 

NEW YORK SAN FRANCISCO PHILADELPHIA 


Paciric Coast Representatives for Baldwin Southwark Corporation, 
De La Vergne Engine Co. and Larner Engineering Co. 
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...1n Western 
Business 





Editor’s Note: Because many factors 
influence the output of electrical power 
and the sales of electrical appliances, 
apparatus and supplies, ELECTRICAL 
West will carry as a regular feature a 
page summary of conditions in various 
industries whose business conditions di- 
rectly and indirectly affect the electrical 
industry. These reports are compiled 
from reports from banks in the prin- 
cipal Western cities, our own corre- 
spondents, and reports of the Twelfth 
District Federal Reserve Agent. 


General 


Expanding retail and wholesale trade 
together with improvement in building 
construction marked the general im- 
provement shown by business and in- 
dustry in the far Western states during 
November. Power production and ac- 
tivity in the petroleum industry in- 
creased. Idnustrial employment and pro- 
duction of lumber declined, while rail- 
roads reported less than the usual de- 
crease: in carloadings. November retail 
trade in this area was higher than for 
any period since 1931 and this activity 
carried over into December. 

As measured by the Wells Fargo 
Bank & Union Trust index of Pacific 
Coast business, the expansion during 
November was approximately one per 
cent. This index stood at 69.9 per cent 
of the 1923-25 level as compared with 
69.0 per cent for October and 67.2 per 
cent for November, 1933. This same 
relative relationship between 1933 and 
1934 has held practically constant for 
the past five months. Bank of America’s 
index showed a similar gain, the Novem- 
ber figure being 61.3 per cent as com- 
pared with 60.5 for October. 

In comparison with last year business 
and industry in the far West is making 
a better showing than is the balance of 
the country. The Business Week index 
for December 22 stood at 61.8 as com- 
pared with 66.7 a year ago and 58.2 on 
November 24. 

Agriculture 


Favorable climatic conditions and 
higher prices continue to keep the out- 
look bright for the Western farmer. 
Rainfall is above normal in practically 
all districts and the amount of snow has 
been heavier than usual in the higher 
mountain ranges, thus assuring ample 
1935 irrigation water. Moreover, the 
weather has been relatively mild with 
consequent marked improvement in live- 
stock ranges and in the growth of fall 
and winter sown crops. 

November marked the seventh con- 
secutive month in which the average 
price for all California farm products 
has increased over the two previous 


60 


years. November prices were at the 
highest point since 1930 except for June 
of this year. The November index of 
California farm prices was 30.8 per cent 
above the level of prices in November, 
1933. Such important crops as cotton, 
barley, hay, lambs and dairy products 
all show marked gains. 

Bumper citrus crops are promised 
for the 1934-35 season. California’s 
navel orange harvest will reach 13,500,- 
000 boxes according to present esti- 
mates. November prices for oranges 
were 63 per cent higher than last year. 
The lemon crop will equal that of last 
year and early shipments have brought 
prices 8 per cent higher than those of 
a year ago. The Arizona grapefruit 
crop is estimated at 1,020,000 boxes. 
This state is now producing about 5 per 
cent of the total United States. output, 
its crop having more than doubled dur- 
ing recent years. Only about half of the 
total acreage planted to grapefruit is as 
yet producing. 

The livestock situation is improved. 
There is a distinct promise of a shortage 
of both beef and sheep during 1935 
with consequent price increases. In 
parts of Oregon, Utah and Idaho there 
is a possibility that some cattle will be 
disposed of under the new government 
purchasing program for relief in the 
drouth areas. Approximately 200,000 
less lambs are on feed this year than 
last. Prices of both lambs and cattle 
increased slightly during November. 
Wool prices, while higher than a year 
ago, are not favorable to the sheepman 
due to a lower demand for wool in the 
world textile markets. 

By and large the condition of the 
farmer in this area is better than at any 
time in four years. Increased purchas- 
ing power in the rural districts seems 
assured. 


Industry 


The slow but steady decrease in in- 
dustrial production of recent months 
continued through November. Indus- 
trial employment in California dropped 
eight per cent during the month. Can- 
neries, iron and steel, motion pictures 
and printing accounted for the drop. In 
comparison with last year employment 
is 3.5 per cent higher. 

CoNsTRUCTION: Improvement regis- 
tered in the construction industry was 
due to contracts awarded for public 
works, which jumped from $10 millions 
in October to $27 millions in Novem- 
ber. Most of the increase was accounted 
for by contracts let for various sections 
of the Metropolitan Acqueduct system 
in southern California. Figures com- 
piled by FERA show that there is some 
$30 millions in work approved for loans 
and grants in this territory for which 
contracts have not yet been let. There 


was a slight decline in building permits 
for the month, but the percentage was 
considerably less than seasonal. 

PETROLEUM: Output of crude petro- 
leum increased 12,000 bbl. to 478,000 
bbl. daily. The number of oil wells in 
production has increased during recent 
months. More wells are operating in 
California than in 1929, More than 400 
new wells came into production during 
the first 11 months of 1934, giving the 
state a potential output more than 
double the present production. Refinery 
operations decreased during the month. 

LumsBer: Lumber production in No- 
vember was at the same level as in 1933. 
Orders and shipments increased and 
were slightly ahead of production for 
the month. 

ELectric Power: The Federal Re- 
serve index of power production for 
November stood at 150 (1923-25 daily 
average equals 100) as compared with 
148 for October and 143 for November, 
1933. Power output in the Intermoun- 
tain states showed the greatest increase, 
current output running approximately 
12 per cent ahead of last year. It is 
estimated that the output for the year 
1934 will exceed that of last year by 7 
per cent, with most of the increase in 
the domestic and commercial classifi- 
cations. 


Trade 


Pronounced gains in retail trade were 
reported by department stores in Salt 
Lake City, Seattle and San Francisco, 
with continued improvement in the 
agricultural regions as well. November 
department store sales for this region 
were 19 per cent ahead of last year. 
Stocks at the end of November were 
down 7.5 per cent compared with a year 
ago. Furniture stores reported a 31.6 
per cent increase. Early reports of De- 
cember sales in all lines indicate that 
these gains were exceeded in the Christ- 
mas rush. 

November automobile sales were 
greater than for any November since 
1930. Stocks of 1934 models were prac- 
tically cleaned up in anticipation of 
the new models. 

Wholesale trade declined 10 per cent 
as compared with October. Electrical 
supplies, furniture and drugs, however, 
held to the high levels of the preceding 
months. Electrical wholesalers report 
1934 business for ten months to be 36.2 
per cent ahead of 1933. Many appliance 
lines were cleaned out by Christmas 
buying. 

Future 


The successful Christmas season made 
optimists out of a lot of business lead- 
ers in this territory. A slight slump 
during the first quarter of 1935 will not 
deter their belief that the new year as 
a whole will be better than the last. 
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..1n New Equipment 











Disk-Type Electric Brake 

A new G-E disk-type electric brake an- 
nounced to be compact, smooth acting, and 
designed for mounting directly on a number 
of types of G-E motors is now being manu- 
factured by the General Electric Co. as an 
addition to their Solenoid and Thrustor oper- 
ated brake line. The new brake is intended 
especially for controlling small hoists, cranes, 
winches, and similar equipment. 


Improved Lighting Unit 





nation. 


* 
New G-E Clock Models 


Eight new electric clock models, attractively 
modern with quiet self-starting, synchronous 
movements, have been announced as additions 
to the line offered by General Electric’s Mer- 
chandising Department, Bridgeport, Conn. In- 
cluded in the new line are models designed 
for home uses and commercial purposes. The 
novel, easel-type frame clock, “Stanwood,” is 


that illustrated. 











Refinements in the construction of Wuelker 
Flexo-Dome Units for directing reflected light 
have been made by the Weulker Flexo-Dome 
Co. of San Francisco. The new design is said 
to give a flexible fixture that is fireproof and 
entirely adjustable, being never off center re- 
gardless of position. The units, made in two 
styles and all wattages, are featured for all 
purposes, particularly for show window illumi- 
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Improved Capacitors 


Capacitor units impregnated with a new 
fireproof impregnating medium known as “In- 
erteen” and hermetically sealed in welded 
steel cases are 43 per cent smaller and one- 
third lighter than the conventional oil-filled 
units. For power factor correction capaci- 
tor units can be assembled in frames, each 
unit being provided with an indicating De- 
ion fuse which clears the circuit to that unit 
independently of other units in the assembly 
and provides continuity of service for the 
group. Westinghouse Electric & Manufac- 
turing Co. 


Improved Conduit 


Perfection of a method for hot galvanizing 
the threads on conduit has been developed 
and applied to the conduit of the Triangle 
Conduit & Cable Co. Inc. of Brooklyn, N.Y. 
This method of galvanizing the thread is 
claimed to prevent rust from attacking the 
conduit at its weakest point. The conduit 
has been named Triangle Hot Dipped Gal- 
vanized Conduit. 





Oil Seal 


Development of new oil and grease seal 
known as type BB has been announced by 
National Motor Bearing Company, Oakland, 
Calif. The new seal is for application to all 
types of machinery embodying shafts, such as 
motors. The seal consists of an outer seal 
case which locks the seal assembly, an equal- 
izing annular garter spring within the case 
to provide contact, and the actual sealing 
member contacting the moving shaft. Claims 
for the product are that it excludes all ex- 
traneous matter, provide positive imprison- 
ment of oil, grease, and fluids, and elim- 
inates the need of stuffing boxes, labyrinths 
and other means of baffling. 





Improved Transformer 


Jefferson Electric Co. of Bellwood, Lll., is 
marketing a new type air-cooled transformer 
featured in a complete enclosing case with 
a separate compartment for the primary and 
secondary leads. This design permits com- 
plete protection of connections. These trans- 
formers are manufactured to supply 110-120 
volts current to lamps, and various small 
motor-driven tools and heating appliances. 





De Luxe Tray Washer 


Containing many mechanical refinements, a 
de luxe model Little Giant Tray Washer is 
now being manufactured by the Little Giant 
Inc. Ltd., Oakland, California. The features 
of the new model are described as a floating 
power motor, gentle and positive floating 
gyrator, and sealed gear unit and reverse. 
The results claimed are easier, quicker, and 
better washing for the owner and less ser- 
vicing required from the dealer. All Little 
Giant washers are designed to fit all standard 
laundry trays. 

* 


Insulating Tape 


Goodrich Mending and Electric Tape is the 
name of a new type of tape, containing 90% 
pure rubber, manufactured by the B. F. Good- 
rich Company. This tape is said to be a 
superior insulator for electric wire splices, 
being tested and listed by the Underwriters’ 
Laboratories. 


a 
Modern Design Water Heater 


A new model, known as the “Vogue,” has 
been added to the Hotpoint electric water 
heater family by the Edison General Electric 
Appliance Co., Chicago. Styled in the mod- 
ern manner with pure white baked enamel 
and enclosed black enamel base, the heater 
features square corners and smart straight 
lines so that it may fit into the approved 
designs for up-to-the-minute electric kitchens. 
The “Vogue” is manufactured only in 40 gal- 
lon capacity, plain storage type. 


Protected Electric Motors 


Electric motors with permanent coil pro- 
tection have been recently introduced by 
Allis-Chalmers, Milwaukee, Wisconsin. Hard, 
smooth Bakelite shields are sealed over the 
stator coils giving protection against metallic 
dust, grit, oil, moisture, mild acids and other 
agents injurious to insulation. These are the 
qualities claimed for the new “Seal Clad” 
Squirrel-Cage Motors built in ratings up to 
25 h.p., 1,800 r.p.m. 
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“Jewel Box”? Range 


The “Jewel Box,” a new electric range, has 
just been announced by the Standard Electric 
Stove Co., Toledo, Ohio. The range is fea- 
tured in two tone ivory, with three surface 
burners, acid proof porcelain enameled cook- 
ing top, and a porcelain lined oven. Specifica- 
tions includes a 16 x 17% x 14 in. oven and 
three full size 8-in. open or enclosed type 


burners. 
e 


New Kelvinator Line 


New interior features and the incorpora- 


tion in the smaller models of features here- 
tofore reserved for the highest price models 
characterize the 1935 line of refrigerators of 
the Kelvinator Corp., Detroit. Comprising 
18 cabinets, the line follows the styling of 
last year. Features of the “K” line of lac- 


quer finished models include centered cooling 
unit, sealed freezing chamber, ice tray lifter, 
paneled doors, and fine-mesh shelf. The “P” 
line is identical except that finish is porce- 
lain. The “D” line includes the Kelvinator 
food file and the “SD” deluxe line has a 
sliding “food wheel” consisting of five crystal 
dishes on a revolving tray. 


Trade Literature 


PRESENTATION of the entire line of Bull Dog 
controlling and distributing apparatus for 
electric light and power has been made in 
catalog No. 34 by Bull Dog Electric Products 
Company, Detroit, Michigan. 

Discussinc “The Why of Romex” together 
with Code Rules for non-metalic sheathed 
cable, the General Cable Corporation, 420 
Lexington Avenue, New York City, has just 
released a booklet called General Cable 
Romex Non-Metalic Sheathed Cable. 


“H & H” Wminc Devices manufactured by 
the Hart & Hegeman Division of the Arrow- 
Hart & Hegeman Electrical Company, Hart- 
ford, Connecticut, are announced in the new 
“H & H” Catalog V, recently issued. 

A New Buttetin, entitled “Weston Relays” 
is now being distributed by the Weston Elec- 
trical Instrument Corporation of Newark, New 
Jersey. The bulletin covers the discription 
and application of sensitive, toggle, polarized, 
power and time delay relays. 

New G-E Forum D sstation-type lighting 
arrester is illustrated and described in bulletin 
GEA 1304C published by General Electric, 
Schenectady, New York. 


“INDUSTRIAL CABLES,” a new 128 page illus- 


trated publication of the General Electric 
Company, Schenectady, New York, describes 


and lists all standard types of insulated wire 
and cable used for transmission, distribution 
and control, and for electrical equipment such 
as mining machinery, locomotives, arc welders, 
neon signs, etc. The number of the publica- 
tion is GEA 1838. 


A New anp Stmp.iriep method of design- 
ing floodlighting installation, known as the 
“Lumens in the Beam” method, and a simpl- 
er method of presenting data for the design of 
interior lighting installations, is featured in 
the new illumination handbook which the 
Westinghouse Lamp Company has just an- 
nounced. Copies may be obtained at 10c 
each from the Commercial Engineering De- 
partment, Westinghouse Lamp Company, 
Bloomfield, New Jersey. 


DistrisuTion Cutouts—Description of the 
several types of S & G cutouts is given in 
new bulletin No. 215 of Schweitzer & Con- 
rad, Inc., Chicago, Illinois. 

Exectric INstruMENTS—The publication of 
electric instruments Catalog 602D to super- 
sede Catalog 602C has just been made by 
= ae Electric Co., Schenectady, New 

ork. 


Pacxinc—Over sixty types of packing are 
described and illustrated in the J-M Packing 
Catalog being offered by Johns-Mansville 
New York City. 


Arr Conpitiontnc—Dramatization of the 
uses of air conditioners together with dia- 
grams of installations is given in the General 
Electric air conditioning booklet entitled 
“It’s In the Air.” 


CoMMERCIAL Etectric CooKkINc EQUIPMENT 
—tThe service that electricity can render in 
commercial and public institution cooking is 
described in Catalog No. B-700 of the Edison 
— Electric Appliance Co., Inc., Chicago, 


TO BUY IT IN THE WEST 


Co. 
Graybar Elec. Co., Inc. 


ousehold 
Apex Rotarex Mfg. Co. 
Edison Gen. Elec. Appliance Co., 


Inc. General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Cleaners, Vacuum 
Apex Rotarex Mfg. Co. 


General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Lindemann & Hoverson Co., A. J. 
Malleable Iron Range Co. 


Westinghouse Elec. fests Co. 


Boxes 
General Cable Corp. 
Gen 


eral Elec. Co. 
Russell & Stoll Co. 


Carbon Brushes 
National Carbon Co., Inc. 


Carbon Products 
National Carbon Co., Inc. 


Chimes 
Square D Co., Inc. 





CRAMER’S 


Condensers, Electric 
Allis-Chalmers Mfg. Co. 
J. G. Corrin 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Anchors, Guy Central Statio ipment 
James R. Kearney Corp. Tom Wood cloraies Conduit 

Aluminum Co. = America 
Appliances, Hi General Elec. 


Conduit, Underground 
Fire Proof Wall Co. 
Johns-Manville Corp. 


Connectors 
Burndy Eng’g Co. 


Cutouts 


General Elec. Co. 
REBUILT CLEANERS 


Parts for all makes 


Demand Contr 
Write for Catalog General Elec. ® 


Wesix, Ine. 


Youngstown Shest & Tube Co. 


James R. Kearney Corp. 


James R. Kearney Corp. 
Westinghouse Elec. & Mfg. Co. 





Farm Electrification Equipment 
General Elec. Co. 


Fittings, Conduit 
General Elec. Co. 


Co. 
Russell & Stoll Co. 
Smoot-Holman Co. 


Floodlighting 

General Elec. Co. 
S & M Lamp Co., Ine. 
Smoot-Holman Co. 


Fuses 

Trico Fuse Mfg. Co. 
Gasoline 

Union Oil Co. 


Generators 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Graphite Products 


Brackets, Wood 
Locust Pin Co. 


Bus Fittings 
Burndy Eng’g Co. 
General Elec. Co. 


Buses 
Aluminum Co. of America .. 


Cable Accessories 

General Cable _ 
General Elec. 

John A. Pecbliny’s Sons Co 


Cables 

Aluminum Co. of America 
American Steel & Wire Co. 
Columbia Steel Co. 

Crucible Steel Co. of America 
General Cable — 

General Elec 

Graybar Elec. ne. 
Maydwell & Hoctzell Inc. 
Providence Insulated Wire Co. 
John A. Roebling’s Sons Co. 
Westinghouse Elec. & Mfg. Co. 


62 


CRAMER ELEC. CO. 


1301 W. Washington 
Los Angeles, Cal. 





Coil. Winding 
Jeffries Transformer Co. 


Compounds, Insulating 
John C. Dolph Co. 
General Cable Corp. 
General Elec. Co. 


Distribution aw pe 

General Elec. 

James R. oe. Corp. 

W. N. a Corp. 
Maydwell & Hartzell, Inc. 

St. Louis eee Casting Co. 


Electrodes, Arc Welding 
John ig Resblive's Sons Co. 
General Elec. Co. 


Fans 
General Elec. Co. 


ak 
i? -. Air Heaters and 





“Ss. 


Leagues Ahead” 
THERMADOR ELECTRICAL MFG. CO. 
116 LLEWELLYN STREET LOS ANGELES, CALIF. 


Thermador - Everhot Water Heaters 





aoe Carbon Co., Inc. 


round Rods 
Gracie Steel Co. 
Maydwell & Hartzell, Ine. 
Heaters, Air 
Edison Gen. Elec. Appliance Co. 
Montgomery Bros. 
Noblitt-Sparks a, Inc. 
Sandoval Sales Co. 


ix Inc. 
Edw. L. Wiegand Co. 


Heaters, Water 
Edison Gen. Elec. Appliance Co. 


Lindemann & Hoverson Co., A. J. 


Malleable Iron a Co. 
Sandoval Sales Co. 

Thermador Elec’l Mfg. Co. 
Wesix Inc. 

Westinghouse Elec. & Mfg. Co. 
Heating Element—Repair Part 
Mend-It Sleeve Mfg. Co. 

Edw. L. Wiegand Co. 
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Illuminating Glassware 
Inland Glass Works, Inc. 


Instruments, Measuring and 
Recording 

The Bristol Co. 

General Elec. Co. 

Quality Elec. Co. 

Roller-Smith Co. 

Westinghouse Elec. & Mfg. Co. 
Weston Elec’l. Instrument Corp. 


Insulation 

General Elec. Co. 
Johns-Manville Corp. 
Cc. D. LaMoree 


Insulators 

Corning Glass Works 

Graybar Elec. Co., Inc. 
Hemingray Glass Co. 

Illinois Elec. Porcelain Co. 
Lapp Insulator Co., Inc. 
Locke Insulator Corp. 
McLaughlin Glass Co. 
Owens-Illinois Glass Co. 
Westinghouse Elec. & Mfg. Co. 


Ironers 

Apex Rotarex Mfg. Co. 
General Elec. Co. 

Ironite Ironer Co. 

Mary Dowd Reardon Studios 
Savage Distributing Co. 
Gordon E. Wilkins 


Lamps, Mazda 
General Elec. Co. 
Westinghouse Lamp Co. 


Lamps, Sun 
General Elec. Co. 


Lighting Equipment 

Sm Holman Co. 

Wuelker Reflector Lighting Corp. 
Line Material 

Maydwell & Hartzell, Inc. 


Meters 
The Bristol Co. 
General Elec. Co. 

A. Nott 
Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Weston Elec’] Instrument Corp. 


Molded Material 

C. D. La Moree 

Motors 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Motor Starters 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Ward Leonard Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Oil, Lubricating 

Union Oil Co. 


Oil, Transformer & Switch 
General Elec. Co. 

Union Oil Co. 

Panel Boards 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Photoelectric Cells 
General Elec. Co. 
Weston Elec’! Instrument Corp. 


Pins, Wood 
Locust Pin Co. 


Pole Line Hardware 

General Electric Supply Corp. 
Graybar Electric Co., Inc. 
Hubbard & Company 

Joslyn Co. of Calif. 

Kortick Mfg. Co. 

Locke Insulator Corp. 
Maydwell & Hartzell, Inc. 
Public Address Systems 
Electro-Acoustics Products Co. 
Public Utilities 

California Oregon Power Co. 
Idaho Power Co. 

Mountain States Power Co. 
Northwestern Electric Co. 




















STANDARD ELECTRIC RANGES handled by 
Arizona—Tucson: Albert Steinfield & Co. California—San Fran- 
cisco: Kaemper-Barrett Corp., Los 
Angeles: Listenwalter & Gough, Graham-Reynolds Elec. Co. Nevada 
—Reno: H. E. Saviers & Son. 
Bintz Co. Washington—Tacoma: 
T. H.—von Hamm-Young Co., Ltd. 

District Representative: WM. P. SWARTZ 
629 S. Serrano, Les Angeles, Calif. 


The Geo. H. Eberhard Co. 


January, 1935 — Electrical West 


Pacific Gas and Electric Co. 
Pacific Power & Light Co. 
Portland General Electric Co. 
Puget Sound Power & Light Co. 
San Joaquin Light & Power Corp. 
Southern California Edison Co., L 
Southern California Edison Co. Ltd. 
Utah Power & Light Co. 
Washington Water Power Co. 


Pumps 
Pelton Water Wheel Co. 


Range Units 

Edison Gen. Elec. Appliance Co. 
L. W. Thompson 

Edwin L. Wiegand Co. 
Ranges 

Edison Gen. Elec. Appliance Co. 
General Elec. Co. 

General Elec. Supply Corp. 
Lindemann & Hoverson Co., A. J. 
Malleable Iron Range Co. 
Standard Elec. Stove Co. 
Walker & Pratt Mfg. Co. 
Refrigerator Parts & Accessories 
California Refrigerator Co. 
Refrigerators 

Frigidaire Corp. 

General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Malleable Iron Range Co. 
Westinghouse Elec. & Mfg. Co. 


Relays 

General Elec. Co. 
Leach Relay Co. 

Ward Leonard Elec. Co. 


Rheostats & Resistors 

General Elec. Co. 

Ward Leonard Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Service Organizations 

Elec’! Testing. Labs. 

McGraw-Hill Book Co. 

Northwest Elec. Light & Power 
Association 

Pacific Coast Elec’! Ass’n 

Pacific Coast Elec’] Bureau 


Signs, High Voltage 

W. D. Howze Sales Co. 
Strand, Guy 

Crucible Steel Co. 
Maydwell & Hartzell, Inc. 
Pacific Wire Rope Co. 


Switchboards 
Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Square D Co., Inc. 


Switches, Coin Operated 
Welcome Meter Co. 


Switches, High Tension 
Bowie Switch Co. 

James R. Kearney Corp. 
General Elec. Co. 

C. D. LaMoree 

Pacific Elec. Mfg. Co. 
Switches, Meter Test 
General Elec. Co. 
Meter Devices Co. 


Switches—Pressure and Temperature 
The Bristol Co. 

Garland-Affolter Eng’g Corp. 
Switches, Safety 

Colt’s Patent Fire Arms Mfg. Co. 
Meyers Safety Switch Co., Ine. 
Mongerson’s Elec’] Mach. Works. 
Parker Elec’] Mfg. Corp. 

Square D Co., Inc. 

Switches, Time 

R. W. Cramer & Co. 

General Elec. Co. 

Sangamo Elec. Co. 

Tork Clocks, Inc. 


Switchgear 

Allis-Chalmers Mfg. Co. 

Condit Elec’] Mfg. Corp 
General Elec. Co. 

Pacific Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


Utah—Salt Lake City: W. H. 
Home Electric Co. Honolulu, 








2 DEPENDABLE TRANSFORMERS * 
For Dry Type Industrial and Signal Use 


Repair Service for distribution transformers, Auto-starters 


JEFFRIE “: 


Terminals, Cable 
General Cable Corp. 
General Elec. Co. 


Testing Devices 





TRANSFORMER CO., 5706 Long Bach Ave., Los Angeles 
Electric Agencies, 2059 Webster St., Oakland, California 





Little Giant, Inc., Ltd. 
Savage Distributing Co. 
Washing Machine Parts Co. 


: Water Wh 
Electrical Facilities, Inc. Pelton a Wheel Co. 
Tools, Live Line Wire 
James R. Kearney Corp. Aluminum Co. of America 


Transformers 

Allis-Chalmers Mfg. Co. 
American Transformer Co. 

E. H. Bell 

Gardner Elec. Mfg. Co. 
General Elec. Co. 

Jeffries Transformer Co. 
Hoenn sey dba pgmmne Co. Graybar Elec. Co., Inc. 
Western Transformer Co. Indiana Steel & Wire Co. 


7 C. E. Ingalls 
Westinghouse Elec. & Mfg. Co. SMenticdt & Wartecl. Inc. 


American Steel & Wire Co. 
Columbia Steel Co. 

Crescent Ins. Wire & Cable Co. 
Crucible Steel Co. 
Driver-Harris Co. 

General Cable Corp. 

General Elec. Co. 


Tubing, Elec’] Metallic Pacific Wire Rope Co. 

Aluminum Co. of America Providence Insulated Wire Co. 

Turbines John A. Roebling’s Sons Co. 

Newport News Shipbuilding & Dry Westinghouse Elec. & Mfg. Co. 
Dock Co. Wiri s li 

Pelton Water Wheel Co. eee upp _ 

Vetoes Gen. Elec. Supply Corp. 


Graybar Elec. Co., Inc. 
Russell & Stoll Co. 

H. B. Squires Co. 
Westinghouse Elec. Supply Co. 


Pelton Water Wheel Co. 


Authorized Factory 
Replacement Parts Service 


oe 
Automatic, Easy, Gainaday, 
Horton, Meadows, Rote Verso 
and Universal Washers and 
Ironers 
Parts and Rolls for All Makes 
Washing Machine Parts Co. 
1241 S. Hope St., Los Angeles 





Place your product be- 
fore your customers 
every month. An ad- 
vertisement in ELEC- 
TRICAL WEST brings 
Washers, Clothes you, without cost, a 
Apex Rotarex Mfg. Co. listing every month in 
oa — Service Corp. this “Where to Buy It 
ee in the West” directory. 
It gives you this plus 
value in addition to the 
interested attention of 
& Dryers an alert readership of 

@ PROMPT DELIVERY active, energetic busi- 

@ COMPLETE STOCKS ness men and_  engi- 
Savage Distributing Co., Inc. 
383 Brannan St., San Francisco 





PARTS & ASSESSORIES 
For SAVAGE in 














1935 New Business Note: | 





® Turn the opportunities of the $200,- 
000,000 Western electrical market into 
profits by capitalizing on Electrical West’s 
economical, effective and complete cover- 
age of ALL your prospects. For the elec- 
trical manufacturer the Sixteenth Annual 
Review and Progress Number, out Feb- 
ruary 5, with its intensified reader interest, 
offers an outstanding opportunity for 
launching an advertising campaign to back 
up field selling efforis in the West in 1935. 


ELECTRICAL WEST ADVERTISING PAYS 
PREFERRED DIVIDENDS IN THE WEST 
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NATIONAL 
CARBON BRUSHES 


. 


SET THE STANDARD OF 
BRUSH PERFORMANCE 








ATIONAL CARBON BRUSHES are 
chosen for the motors of the New 
Stream Line Trains and the Latest 
Electrification Projects because of their 
smooth, silent performance and re- 
liability under sustained speed. 
eee 


There is a National Carbon Brush 


for every type of Service 
eee 
CHARACTERISTICS — Determined by careful analysis of 
service requirements. 
UNIFORMITY — Maintained by close control at every stage 
of production. 
RELIABILITY — Proved under the prolonged heavy loads, 


high commutator speeds and sudden peaks of modern 
shop, transit and power service. 


SU 3 
CONTINUOUS SERVICE 
nay 


SOULE 
a) 
BRUSHES 





Seen 


Our thoroughly trained representatives are always at your service. 


NATIONAL CARBON COMPANY, INC. 
Carbon Sales Division, Cleveland, Ohio 
oe SeCaUC CE tage: 





We Gea essTe 
ae PRODUCTS 


Stand Up in the 
Toughest Spots 


@rapo Galvanized Telephone and 
| Telegraph Wire and Steel Strand long 
ago proved their ability to stand up 
where corrosive elements take great- 
est toll. The heavy, uniform, pure zinc 
coating, applied by the @rapo Pat- 
ented Process, insures corrosion- 
resisting joints, longer life and lower 
maintenance costs. Specify genuine 
@rapo Galvanized Products for great- 
er dependability in the toughest spots! 
Indiana Steel & Wire Co. 
Muncie, Indiana 




























Telephone and 
Telegraph Wire 
7 
Steel Strand 
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IMPORTANT 


deducted from the cur- | 
rent month’s charge for | gas 
electricity, representing . 


of last year. 











PACIFIC GAS AND ELECTRIC COMPANY . 


NOTICE 


e 60has been | 


“SERVICE —_~_METER READINGS CHARGE AS PER | { TOTA 
<0 ee SCHEDULE See 








FOR KiLOWATT- HOUR 





adiscountequaltoone- ° at pats r 
half of the difference © g.ecraic | 
between the charge this s 2 BS | a A ° \5 
month (before suchdis- ; cnn nee pee ie ele eat ee 
count), and charge for . — rap ar orrice mease we See e 
corresponding month : ie ey. te oa WHEN THs Bre) 

; COMPLETE COPY OF SCHEDULES OF ROOMS... 








FURNISHED UPON APPLICATION 






TOTAL AMOUNT OUE 
(ravaece UPom paesentarion) | 





RECEIVED PAYMENT DATE PAID 


FOR THE ComPaNY ore ENRON 





SEE OTHER SIDE FOR RULES RESAROING PAYMENT OF B(L8. DISPUTED BILLS AND DISCONTINUANCE OF SERVICE bake COLLECTION STUB 


An addition to our regular billing form made necessary by our 1935 Bargain-rate on 


EXTRA electricity. 


W hat’s it for? To impress on users of EXTRA electricity how little it 


costs; how much they save; and how sensible it would be to use more. 


Why itemize the saving? Because stated clearly, in dollars and 


cents, it is more sure of attention than if it were simply deducted from the bill. 


Is this good advertising? None better! As a rule, direct-mail is 
read only casually. Sometimes it isn’t opened at all. Buta bill is one kind of “‘direct 


mail” that everybody reads . . . and most people scrutinize carefully. 


Won't this stir up a lot of questions? we hope so. 


for nothing could be better. Every chance you get to explain this rate will be an 


opportunity to sell an appliance. 


But will people bring their questions to me? 
They will if you let people know you’re prepared to answer them. Tie in with our 
advertising. And when this is impossible, key it to ours by mentioning “half-off elec- 


tricity” in your copy. 


How can I follow your advertising? simpte: Read 
the DEALER BULLETIN. For full size, advance proofs, see your newspaper 


publisher. 


P -G- ad E- 


PACIFIC GAS and ELECTRIC CO. 


. : 1? PAIR OY CHECK CETACH THIS STUB AND Marl SAGE wits cwece 
: IN ACCOUNT WITH SERVICE FOR PERIOD SHOWN BELOW CHECK REMITTANCE WiLL BE ACKNOWL E068 ONLY WHEN REQUESTED 
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This group of electrical people— 


representing all branches—is only 
a small part of the 20,000 engaged 
in the electrical industry in Califor- 
nia—the “primary” market for 


electrical appliances. 


Is YOUR home equipped with the 
electrical appliances you are selling? 
Are your employees, your friends 
—or your employer—using them 


in their homes? 


THE WAY OF TODAY 


By actually using the electrical ap- 
pliances you are selling, you gain 
practical first hand knowledge of 
their value. Your sales presentation 
to your customers will then carry a 
conviction born of actual experi- 
ence—a conviction that will help 


to close the sale. 


You get your dollars from the elec- 
trical business. Why not spend them 


in your business and prove that 


IS THE ELECTRIC WAY 


447 Sutter St.,San Francisco ye 601 West Sth St., Los Angeles 
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